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PLAN TO FIGHT 
MUTUAL COMPETITION 


Agents Will Take Up Question At 
Local Associations in All Parts 
of Country 





SAY PUBLIC HAS BEEN FOOLED 





National Advertising Campaigns in 
Preparation; Speakers to Address 
Business Men’s Meetings 





Dozens of insurance agents left the 
convention of the National Association 
of Insurance Agents in Louisville last 
week resolved to devote more attention 
than ever before to fighting competi- 
tion of mutual companies. This com- 
petition has been so stiff that in some 
lines of insurance avents have had a 
50 per cent. cut in their premium in- 
come. The general opinion of the 
agents is that something must be done 
to protect their business, and that 
mutual competition can be met intel- 
ligently. The experience of N. S. 
Riviere, of Pittsburch, in persuading 
manufacturers to withdraw their name 
from mutual comrany advertising in 
magazines of national circulation, 
showed that ingenuity, aggressiveness 
and logie will go a long way in solving 
the situation. 

Protest Unfair Competition 


Agents do not complain of straight 
mutual competition. Their grievance 
is against unfair mutual competition, 
or competitive methods of the mutuals 
which they can use just as well, such 
as full page advertising or speeches 
before business men’s _ associations. 
There is an insistent call for this ad- 
vertising and for these sneakers. What 
is wanted is team work, everybody 
in stock insurance pulling together 
against the common enemy. Some of 
the companies have already agreed to 
the stock company general advertising 
Proposition, and it can be assured that 
there will be no lack of speakers be- 
fore chambers of commerce and other 
business bodies from this time on. 
Anyway, this is the live topic before 
agents today, and will be the principal 
subject for discussion at agents’ as- 


sociation meetings, local as well as 
State bodies. 









































Organized 1853 Cash Capital $6,000,000 


THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 






Service to Policyholders and to Agents Unexcelled 


FIRE AND ALLIED BRANCHES OF INSURANCE 


Fire, Lightning, Automobile, Commissions, Explosion, 
Hail, Marine (Inland and Ocean), Parcel Post, Profits, 
Registered Mail, Rents, Rental Value, Riot and Civil Com- 
motion, Sprinkler Leakage, Tourists’ Baggage, Use and 
Occupancy, Windstorm, Full War Cover. 


STRENGTH REPUTATION SERVICE 























Che Commontuealth Fire, Automobile, 


~ : Sprinkler Leakage, 
Insurance Company 


of Nef York 


and Civil Commo- 
C. F. SHALLCROSS, President 


tion, Use and Occu- 
pancy Profits, Ren- 
76 WILLIAM STREET, NEW YORK 


tals and all Kindred 
Lines of Insurance. 





Through its Field Men and Engineers this Company 
is prepared to give expert service in cooperation with 
its agents at all important points in the United States. 


























1867 The 1919 
EQUITABLE LIFE 0F IOWA 


Announces 
New Policy Forms 
Incorporating: 
INCREASED TOTAL DISABILITY BENEFITS 
DOUBLE INDEMNITY BENEFITS 
and 
OTHER INCREASED BENEFITS AND 


PRIVILEGES 
Low Net Cost and Best Service to Policyholders 
For Agency Connections Address 


HOME OFFICE DES MOINES 








RED CROSS INSURANCE 
NET COST WAS $12.90 


Only Thirty-seven Insured Deaths Out 
of 8,000 Workers for 
Organization 





INSURANCE COMMITTEE REPORT 





Red Cross Paid $277,908 in Life Group 
Premiums; $124,950 Health 
and Accident 





A report has been made of the In- 
surance bureau of the American Red 
Cross for the year 1918. The organiza- 
tion and personnel of the Red Cross 
Insurance Bureau reported to George 
B. Case, member of the Red Cross War 
Council, director of department of law 
and international relations. Robert C 
Rathbone, of New York, was insurance 
director at national headquarters; J 
Calvin Jones, assistant to director; 
Captain E. Norman Scott and Captain 
Henry K. Merritt, associate directors, 
Paris; James E. Rhodes, II, adjuster, 
Paris; Lt. W. C. Pelot, associate direc- 
tor, London; Robert L. Jones, associate 
director New York; William F. Plume, 
office manager, New York; and George 
B. Scott, San Francisco. The Red Cross 
Insurance Advisory Committee (by ap- 
pointment of the War Council of the 
American National Red Cross) con- 
sisted of Arthur Hunter, chairman; 
Hendon Chubb, Benedict D. Flynn, 
Robert Henderson, Edward Milligan, 
Henry Moir, Wendell M. Strong, A. A 
Welch, George B. Woodward and J. H 
Woodward. 

Types of insurance furnished includ- 
ed life, accident, sickness, marine, war 
risk, fire, employers’ liability, compen- 
sation, automobile and fidelity bonds. 

Companies in Syndicate 

During the preliminary conferences 
with the insurance advisory committee 
it had been suggested that a syndicate 
of life insurance companies should be 
formed to underwrite the $1,000 life 
risk on each of the workers overseas, 
and that the original policy should be 
issued by the Metropolitan Life of New 
York, which company had for many 
vears made a specialty of group life 
insurance, and that the other companies 
would join in reinsuring the Metropoll- 
tan Life for their respective proportions 
of the risk. The syndicate as ultimate- 
lv formed consisted of the following in- 
surance companies: Metropolitan, Con- 
necticut General, Equitable Society, 
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Guardian, Home Life, Penn Mutual, 
Phoenix Mutual, Prudential, Travelers 
and Union Central. 

The Metropolitan issued a single pol- 
icy covering the entire risk, and the 
names of the workers were listed under 
the policy as they went abroad and indi- 
vidual certificates were issued to the 
workers as evidence of the insurance. 
Accident and health insurance was 
written by the Travelers, that company 
assuming the entire risk. 

The Red Cross insured everyone sent 
out from the United States whether 
American citizens or not, but as to those 
already abroad or who might be there- 
after recruited abroad the Red Cross 
insured only American citizens who 
were giving all of their time for at least 
six months to the Red Cross service. 
This distinction was necessary to avoid 
including thousands of French, English, 
Belgian, and Italian citizens who were 
giving part of their time to volunteer 
Red Cross work, but who would not 
properly come within the scope of the 
insurance plan. 

An Unusual Transaction 

This unusual transaction, whereby 
the insurance companies accepted an 
indefinite liability without knowing the 
names of the persons they were insur- 
ing, and with the possibility that the 
Red Cross would never be able to fur- 
nish a complete and accurate list, is 
an evidence of the liberal attitude of 
the insurance companies in their Red 
Cross dealings, and of the relation of 
mutual trust and confidence. 

Additional Insurance 

Many of the leading life insurance 
companies were willing to insure Red 
Cross workers going overseas under 
their regular forms of policies at an*ex- 
tra premium charge of $25 per $1,000 
insurance. Under the Red Cross insur- 
ance plan that organization agreed to 
pay such extra premium on $4,000 in- 
surance, which together with the group 
life insurance of $1,000 made $5,000 in- 
surance in all. Any insurance company 


writing the insurance on these terms 
could be selected by the worker and it 
was the custom of the Red Cross to fur- 
nish a list of all available companies 
for his selection. The only restriction 
was that if the Red Cross was to pay 
the extra premium the insurance had to 
be taken out through the New York 
Branch Office of the Red Cross Insur- 
ance Bureau rather than through local 
insurance agents throughout the coun- 
try. 
“The primary purpose of this restric- 
tion was to place the selling of this 
additional insurance under the super- 
vision and control of the Red Cross,” 
says the report, “and not permit 
the fact that the Red Cross paid the 
extra war premium to be exploited or 
serve as the basis of a selling campaign. 
The New York office of the Red Cross 
Insurance Bureau interviewed all work- 
ers on the subject of insurance before 
they sailed, and were instructed to in- 
quire carefully into the circumstances 
of each individual case. Every worker 
had an opportunity to buy the additional 
insurance, but those who had de- 
pendents were particularly urged to do 
so, whereas many young people, such 
as ambulance drivers and nurses, who 
were unmarried and had no one de- 
pendent on them could be safely allowed 
to go with the $1,000 group insurance, 
provided by the Red Cross, and were 
not pressed to take more. It was felt 
that this method of handling the control 
was in the interest both of the worker 
and the Red Cross. 
Attitude of Agents 

“In addition we desired to avoid con- 
troversies which we understood had 
arisen in connection with the insurance 
of other organizations where the insur- 
ance had been left to an open canvass. 
A further, but by no means controlling 
consideration, was that in cases where 
the insurance was taken through the 
Red Cross Bureau the commission was 
donated to the Red Cross. This was 
not a rebate, because the commission 


was not paid to the insured but donated 
by the Red Cross, a third party to the 
transaction. As a matter of experience 
these commissions amounted to a com- 
paratively small figure. 

“When the plan was first announced 
considerable opposition arose from cer- 
tain insurance interests to this concen- 
tration of the business in the Red Cross 
office, but this opposition subsided when 
the reasons for the plan were explained 
and our insurance friends everywhere 
quickly grasped the Red Cross view- 
point that this was not an ordinary 
commercial transaction, but was a relief 
measure established by the Red Cross 
for the benefit of its devoted workers, 
many of whom were sacrificing every 
material advantage to give this service. 
That it was paid for out of the money 
donated by the American people and 
could not properly be made the subject 
of commercial profit to anyone.” 

Only $1,000,000 Additional Insurance 

Only 375 workers availed themselves 
of the additional insurance. They took 
out an amount approximating $1,000,000. 

It was estimated that the total pre- 
miums to be paid by the Red Cross dur- 
ing the first year would amount to 
about $350,000, or an average of $77 
per person. This initial outlay was later 
to be reduced by refunds of surplus 
under the policies 

This estimate was based on the as- 
sumption that the Red Cross would have 
about 5,000 workers overseas during 
1918; that the average age would be 
thirty-five, and that the workers on the 
average would each take $1,000 of addi- 
tional insurance. 

Experience proved the cost per work- 
er to be less than estimated, as fewer 
than anticipated took out the additional 
insurance. However, as the Red Cross 
had nearly 8,000 people overseas during 
the year instead of five thousand the 
total premiums paid were greater than 
estimated, amounting to $429,863. 

Refunds 
The net cost of the insurance to the 


Red Cross for the year 1918 will even- 
tually be much less than this figure, ow- 
ing. to various savings and refunds 
made, and to be made by insurance 
companies. 

The report says: “It is impossible 
at the present time to definitely esti- 
mate the amount of such refunds, but 
as the total losses under the group 
policies up to December 31, 1918, have 
not been heavy it is hoped that the re- 
funds at the expiration will be sufficient 
to reduce the net cost of the insuranc> 
for the year to $100,000 or about $12.50 
per person insured. The various sav- 
ings and refunds were as follows: 

“1. Refund of premium paid on group 
life and accident policies under agree- 
ment by companies to return surplus 
to Red Cross at termination of policy. 

“2. Refund of extra war premiums 
paid on additional life insurance. A 
number of companies have expressed 
their intention of returning all such pre- 
miums to the Red Cross, owing to the 
fact that war risk losses were less than 
anticipated. One company, the Phoenix 
Mutual, has already paid this refund, 
and if the other companies do so also 
the total refund will amount to $27,004. 

“3. Commissions on additional life 
insurance amounted to $9,480 ‘donated 
to the Red Cross. 

“The total death claims up to Decem- 
ber 31, 1918, were $37,000 on _ thirty- 
seven lives. This is an extremely low 
mortality on 8,000 insured lives. 

Amounts Paid on Premiums 

“The Red Cross paid under appropria- 
tions to the Metropolitan Life for pre- 
miums under group policy $277,908; to 
the Travelers for premium under acci- 
dent and sickness policy, $124,950; and 
to various life companies for extra war 
risk premiums for additional insurance, 
$27,004; making $429,863. The War 
Council appropriated $475,000 for insur- 
ance premiums, making a balance of 
appropriations unexpended of $45,136. 
Total accident and health claims paid 
up to December 31, 1918, were $10,130.” 
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Some of the Innovations Introduced by the EQUITABLE | 


Sixty Years of Public Service | 


During Its 


Shortening, Simplifying and Liberalizing the Policy 
Contract 


Immediate Payment of Death Claims 





Incontestability after first policy year 


° Group Insurance for Employees 


A Corporate Policy to Protect Business Interests 


A Convertible Policy Adaptable to Altered 
Circumstances 


Free Health Examinations for Policyholders 


A Home Purchase Policy | 





A Refund Annuity guaranteeing return of Entire 
Principal 


An Income Bond to Provide for old age 


New and Improved forms of Accident and Health 
Policies, thus completing the circle of protection 
against the hazards of Life, Actident, and Disease 


THE EQUITABLE LIFE ASSURANCE SOCIETY of the UNITED STATES 


W. A. DAY, President 
120 BROADWAY - 
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Life Insurance and 
Reconstruction Problem 


TOPIC OF 





LIFE PRESIDENTS 





To Discuss Economic, Financial and 
Governmental Matters; Columbia 
President Opens Meeting 





The thirteenth annual convention of 
the Association of Life Insurance Pres- 
idents will be held at the Astor on 
December 4-5. The subject this year 
will be a discussion of meeting the 
country’s readjustment problems. The 
general needs of the country and of its 
urban and rural communities will be 
presented by speakers who have been 
studying the subject from various 
points of view, and will include govern- 
mental executives, corporation execu- 
tives and economists of national rep- 
utation. 

In addition, life insurance executives 
will furnish collective information 
showing the extent and character of 
the contribution of the business of life 
insurance toward meeting the prob- 
lems of the country thus far and indi- 
cating how its functions and resources 
might be further employed in aiding 
national development at a time when 
many new and perplexing questions 
are confronting the people. 

The convention will be opened with 
an address by Dr. Nicholas Murray 
Butler, president of Columbia Univer- 
sity. His subject is “Mental vs. 
Material Reconstruction.” 

The National Convention of Insur- 
ance Commissioners will meet in New 
York the same week as the Life Pres- 
idents, the dates of the Commission- 
ers’ sessions being December 2, 3, 4. 
The Association of Life Insurance 
Counsel will also meet that week in 
New York, its dates being December 
2-3. 

Discussing the meeting, Manager 
George T. Wight, of the Association of 
Life Insurance Presidents, said: 

“The Convention of 1919 will en- 
deavor further to identify the inter- 
ests of our country with those of life 


insurance. Its theme will be ‘The Part 
of Life Insurance in the Problems of 
Reconstruction.’ Before-war and dur- 
ing-war problems have already been 
discussed. Post-war conditions will 
now be presented. 

“A broadened vision on the part of 
our people, wide-ranged by participa- 
tion in the world conflict, recognizes 
that no business interest can be build- 
ed on sure foundations which does not 
add pronortionally to the streneth of 
the national structure. Complexities 
embarrassing the process of recon- 
struction are being met by business 
executives with a wisdom and courage 
which deserve and will receive appre- 
ciation. Suggestions will be sought, 
from speakers who are competent to 
advise, upon economic, financial and 
fovernmental matters, as well as the 
technique of life insurance. The sig- 
nificance of the increased amount of 


life insurance written during the 
current year, conditions controlling 
vestment, economic development 


through loans made by life insurance 
companies, public attitude toward life 
Insurance, its kinship to good govern- 
ment, reciprocal influence between 
business and government, and mental 
and material elements in the national 


trial balance, with related topics, will 
be discussed.” 


ART 


S. O. Buckner Gives 
Paintings to Museum 


GIFT IN MILWAUKEE 





Well-Known Life Insurance Man’s 
Canvasses Include Work of 
Leading Artists 





Samuel O. Buckner, of the New York 
Life, is president of the Milwaukee Art 
Institute. A few days ago he pre- 
sented to that institution twenty-five 
canvasses, valued at more than $25,- 
000. Mr. Buckner is a brother of 
Thomas A. Buckner, vice-president; 
and Walker Buckner, second vice-pres- 
ident of the New York Life. 

The gift of the canvasses was made 
partly as an expression of confidence 
in the future of the Milwaukee Art 
Institute, and because of a feeling that 
the public support given exhibitions 
which have been shown in the Mil- 
waukee Art Institute proves. the 
growing taste for pictures in Mil- 
waukee. 

The paintings are works of repre- 
sentative American, Dutch, French and 
Spanish painters. The gro 1p will be 
known as the “Samuel O. Buckner 
Collection.” 





SEPTEMBER BUSINESS 
The Bankers Life of Des Moines field 
force produced over $7,500,000 of ex- 
amined business for the month of Sep- 
tember, and the total of examined 
business for the first nine months of 
the year was over $63,000,000. The 
business of the Company for the first 
ten days of October was $1,000,000 
ahead of the corresponding period in 
September. The total business for the 
vear to date shows an increase of one 
hundred per cent., as compared with 

the corresponding period of 1918. 


Monthly Disability 
Business Unsettled 


—_— 


PENNSYLVANIA LAW’S' EFFECT 





Philadelphia District Suffers By Shift- 
ing Labor—New Requirements 
of Department Upset Plans 





The lot of health and accident field 
executives has been anything but hap- 
py and prosperous in the Philadelphia 
district since the United States became 
an active factor in the war. The ex- 
cessive compensation paid in the vari- 
ous forms of government employment 
deprived general agents and managers 
of many valuable producers. This was 
the case both as to full-time and part- 
time men. 

Since the cessation of hostilities a 
large proportion of those who were at- 
tracted to Philadelphia and adjacent 
territory by extravagant wages, and 
who invested in disability insurance, 
have been obliged to return to their 
former abiding places because of lack 
of employment, and, as a rule, permit- 
ted their policies to lapse. 

The prevalent perturbation was fur- 
ther aggravated by the Pennsylvania 
Insurance Department sending to all 
licensed agents a new form of appli- 
cation for license, embodying a much 
wider range of interrogatories than 
formerly, and by the announcement 
that license would be withheld from 
agents making insurance a side line. 

It turns out, however, that the new 
rule of the department to subject all 
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applicants to rigid examination and in- 
spection, whether it be for a new 
license or a renewal, does not debar 
competent and trustworthy part-time 
agents, and general agents and man- 
agers express approval of requiring 
applications to be filed in advance of 
the termination of existing licenses, in 
order to afford adequate opportunity to 
make requisite examination as _ to 
character and proficiency, so as to cull 
out the unreliable and the unqualified 
before the period of issuing new 
licenses arrives. 
Part-Time Men Needed 

Respecting the indiscriminate ban- 
ning of all part-time agents, which was 
surmised to be the intention of the 
Pennsylvania Department, the general 
agent of one of the largest companies 
writing health and accident lines esti- 
mates that it would have reduced the 
income of the Philadelphia office fully 
sixty per cent. The manager of anoth- 
er leading company remarked: “If we 
cannot employ part-time men I may 
as well shut up shop.” Another gen- 
eral agent asserted that such part-time 
men as foremen of industrial estab- 
lishments furnish to companies a far 
better and more satisfactory class of 
risks than do the agents who depend 
solely on their writing for their live- 
lihood. He said that the latter are apt 
to write everything in sight, and put 
it up to the companies to detect defi- 
ciencies. They care nothing for the 
company’s losses in their anxiety to 
gather in commissions. 

Some opposition is manifested to 
paying license fees for individuals and 
banking concerns employed to collect 
monthly premiums. The stand taken 
by the Pennsylvania Department is 
that “persons who merely do clerical 
work for insurance companies are not 
licensed, but the line of demarcation 
between collecting and soliciting is not 
always clear. In case of doubt, the 
collector is compelled to take out li- 
cense.” Some of the companies’ rep- 
resentatives state that they consider 
the collection of monthly premiums as 
renewals and equivalent to writing 
new business and that they invariably 
obtain licenses for collectors as agents. 

FRATERNAL AID UNION 
Examined by Departments of Kansas, 
Colorado, lowa, Mississippi, South 
Carolina and Maryland 





A convention examination of the 
Fraternal Aid Union has been conclud- 
ed by the insurance departments of 
Kansas, Colorado, Iowa, Mississippi, 
South Carolina and Maryland. It was 
the second official examination of this 
association within two years. The re- 
port makes complimentary reference 
to the activities of The Fraternal Aid 
Union in endeavoring to lift all of its 
insurance liability up to a sound basis. 
Accepting new business only at strictly 
adequate legal reserve -rates is pro- 
perly praised. The examiners express 
approval of the plan of the manage- 
ment in assessing old members addi- 
tional to meet emergencies and in en- 
couraging those able to do so to trans- 
fer to its adequate rate class. Of the 
latter procedure the report says: “Your 
examiners have ascertained that the 
Society is the pioneer among fraternal 
insurance societies in the movement 
to transfer all acceptable inadequate 
rate members to the American 4 per 
cent. Class, which was inaugurated the 
early part of 1916. The true facts have 
been told to the membership. The 
Society has been quite successful, and 
while, naturally, some dissatisfaction 
has been created, this condition is 
gradually being eliminated. We feel 
that the Society should be commended 
for the adoption of this meritorious 
plan.” 
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ne State Mutual Life 

Practical Suggestions to Help the Man With the Rate A ssurance Co m p any 

Book Increase His Income and General Efficiency of WORCESTER, MASS. 
Bankers will help life ness unsettled and with little cash on Incorporated 1844 
Bankers in insurance men in their hand. a ede 


Sympathy with work if agents will get 
Life insurance the thought that is 

now running through 
the banking mind, namely; that life in- 
surance is as necessary for business as 
for the home. The Provident Life & 
Trust recently published the following 
on this subject: 

“Less than five years ago a prominent 
banker said in the course of an inter- 
view that banking and life insurance 
were entirely distinct and separate, and 
that life insurance had nothing to do 
with the credit function of a _ bank. 
That, of course, was an erroneous state- 
ment, but it was not then surprising. 
It merely expressed the opinion of the 
ultra conservative wing of the banking 
community which had not yet thorough- 
ly awakened to the situation. 

“It was, of course, inevitable that the 
true relationship of life insurance to 
banking credit should ultimately be real- 
ized so clearly that it would become 
axiomatic. The war, however, has accel- 
erated this change of view. War not 
only mobilizes men with incredible 
swiftness, it also mobilizes pulic opin- 
ion with equal celerity. 

“The realization that life insurances 
protects business, that it enters into the 
fabric of credit just as fire insurance 
and marine insurance enter into it, has 
been so sudden that it is difficult for 
life insurance men te comprehend how 
compiete and how far reaching has been 
this revolution. It has released forces 
of the first magnitude favorable to life 
insurance and actively working for it. 
One of the reasons why the life insur- 
ance production for 1919 is nearly double 
that of 1918 is because the bankers of 
the country are no longer inert on the 
subject of life insurance, but have be- 
come its active supporters. 

“Those of you who are canvassing for 
business insurance will find the above 
general statement helpful to you in 
shaping your canvass in individual 
cases. You will find the leaven working 
in your community. It will be of the 
utmost value to you to get an expression 
of opinion from the most progressive 
of your local bankers. 

“In many parts of the country, as we 
have already seen, bankers are not wait- 
ing to be asked to express their opinion. 
They are spending thousands of dollars’ 
worth of space in the newspapers to 
advertise their opinions; they are issu- 
ing thousands of leaflets to convince 
their clients that life insurance is an 
absolute necessity for the business as 
well as for the home.” 

* ¢ ®@ 

J. B. Wolf, of the Mis- 
Sold Business souri State Life, tells 
Policy this of how he con- 
Easily vinced a business man 
that life insurance is 
an asset. I advised a business man to 
take a $35,000 life insurance policy 

with the Missouri State Life. 

The policy I presented carries the 
following benefits. First—it stands as 
a cash asset of $35,000, in case of emer- 
gency, for a yearly payment of between 
3 per cent and 3% per cent. Second— 
during life time (after twenty years) 
he can settle for the full amount paid in 
minus a small percentage for safety of 
principal; no more than the price of a 
safe deposit box. 

Then the policy would protect his 
family, the future stability of his busi- 
ness, all his Habilities, and take care of 
federal and state income debts after his 
death. 

I asked him what he would think and 
how he would feel when sick without 
having anything provided for the pro- 
tection of his family; leaving his bust- 





An application of $35,000 followed; 
the premium of over $1,400 was paid 
ten days later. This policy has already 
renewed. 

Life insurance now is bought not only 
by people who think that it is necessary 
to protect their families, but by big 
business men, who come to the con- 
clusion that carrying life insurance 
means a protection to their business and 
future. 

“ * = 

Questions that men will 
Compelling say “yes” to are in de- 
Them to mand by sellers of life 
Say Yes insurance; in fact, every- 
thing. The Guardian Life, 
in the following item headed, “Is it 
Good Enough for You,” gives some of 
these questions in sequence, indicating 
how prospects are led up to the point 

of closing. 

Some time ago a gentleman found his 
way into our office and opened up some- 
thing like this: 

“Only five minutes of your time will 
be required for you to hear all I have to 
say and when I have finished all you 
have to say is either ‘yes’ or ‘no.’” 

We advised him to open up his bat- 
teries. 

He had a get of books to sell and at 
the expiration of about four minutes of 
good selling talk he said: 

“I3 that good enough for you?” 

We couldn't afford to say “no,” in fact 
had to say “yes,” knowing, of course, 
what the salesman’s next step would be. 
It was. He promptly placed the order 
blank before us and passed his pen— 
ready for action. 

Although he did not make the sale 
(because in suying ves we added “but’’) 
he secured an admission that what he 
had for sale was good enough for us, 
and thereby made it easy to get his 
order blank ready. 

Getting. a man into the “yes” frame 
of mind has often been emphasized al- 
though it has never been emphasized 
enough. 

For instance: 

Would $10,000 help your widow if you 
were to die tonight? Yes. 

Would $100 a month help you if you 


1919 
SEVENTY-FIFTH ANNIVERSARY YEAR 


For 75 years—far longer than the average life—the 
STATE MUTUAL has furnished unsurpassed protection 


and service. 


Additions are made to our agency force when the right 


men are found. 


B. H. WRIGHT, President 


D. W. CARTER, Secretary 


STEPHEN IRELAND, 
Superintendent of Agencies 
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were totally and permanently disabled? 
Yes. 

Would $100 a month for life help you 
after you reach age 60? Yes. 

Can you save —— cents a day to put 
into this proposition? Yes. 

Our man will come around at 2:00 
o'clock this afternoon and weigh you to 
see if we can consider you for this 





proposition. That hour is O. K., isn’t 
it? Yes. 
” * * 
Some _ agents are 
Old Policy- keen fer hunting up 
holders Preferred new prospects’ but 
Prospects they readily forget 


old policyholders. It 
is an old habit but a foolish one. The 
Bankers Life calls old pclicyholders 
preferred prospects and gives its agents 
this advice: 

“Your old policy-holders should al- 
ways be at the top of your lists of pros- 
pects. Those men whom you have al- 
ready changed from prospects to policy- 
holders are your preferred prospects 
for future business. You have already 
gained their confidence in you, their 
faith in your Company, aud you have 
educated them to the beneficence of life 
insurance. In the selling of additional 
insurance to them, more than half your 
work is already done. It is only neces- 








surance. 





“The Oldest Company in America” 


Issued its first Policy in 1843 


Three leadership achievements of the Mutual Life:—The American 
Experience Table of Mortality, the corner-stone of modern life in- 
The “contribution plan” of surplus distribution, used al- | 
most universally by American companies. 
ment policy, the basic form of all Life Income contracts. 


“Mutual Life’—known in every household. 
and service, notable financial strength, co-operation with agencies. 
Life Insurance at its best!—the Agent’s desire and ideal. 


For terms to producing Agents address | 


The Mutual Life Insurance Company | 
of New York 


| 34 Nassau Street, New York 


The Continuous Instal- 


Unexcelled policies 






































sary for you to sell them on the proposi- 
tion of their need for more insurance. 
Not one man out of a hundred who carry 
life insurance has enough to provide ai- 
equately for the future of his dependents 
in case of his untimely death. This is 
especially true in face of the present 
‘fifty-cent’ dollar, which will buy only 
half as much food, clothing and other 
necessities of life as it would a few 
years ago when he bought his life in- 
surance. Moreover, it is not likely that 
he considered his life insurance ade- 
quate even then. How much more in- 
adequate it is now! 

“Your old policyholders afford a won- 
derful field for your efforts. You should 
not let a week go by without soliciting 
your present policyholders at every op: 
portune occasion. You should especial- 
ly take advantage of changes in age 
and other changes which affect a pros- 
pect’s life insurance problems, such as 
increases in salary, increases in family, 
and other important variations. Every 
salesman can very easily increase his 
production to a marked degree if he 
will take advantage of the splendid op- 
portunity afforded in the field of en- 
deavor which embraces the solicitation 
of his already satisfied policyholders.” 

* * * 
A St. Louis agent of the 


Brief Missouri State Life, sold a 
Argument good sized policy with this 
Won Case little simple yet effective 


argument: This agent, 
who had previously informed himself 
on the age of a young business man 
prospect, strolled into the latter’s office 
and after saying howdy and passing 4 
few pleasant remarks of a general 
order, said: 

“By the way 
father?” 

“Father’s well along in the fifties,” 
came the reply. 

“And I think I once heard somebody 
say you were only thirty-one.” 

“You heard right.” 

“You could save $500 a year more 
than your father could, buying--say 
$12,000 of life insurance. It would cost 
your father $800 a year—you only $300. 
Is it wise for you to start now while 
you can get $12,000 for only $300 a year, 
or wait until you’re as old as your 
father and have to pay $800 a year for 
“Tr 

It was a new, very clever, very catchy 
way of putting it. Before twenty-five 
minutes had passed he had sold the 
$12,000 of insurance. Figure the com- 
mission secured, then say whether or 
no it pays an agent to use his thinker— 
to keep constantly thinking up new 
ways, practical ways, striking ways, of 
getting them going and making sales. 

“It’s the hook baited with fresh, 
strictly fresh, bait that catches the fish. 
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Founded 1865 


The Provident Life and Trust 
Company of Philadelphia 


The Thrift Campaign reinforces the Provi- 
dent agent’s canvass for long endowment. 








Northwest corner Fourth and Chestnut Streets 
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THE MOST VALUABLE POLICY FOR YOU 


Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 





INSURANCE COM 
scrTs 


WILLIAM N. COMPTON, General Agent 
Metropolitan District 
St. Paul Bldg., 220 Broadway, New York, N. Y. 














Honor Sam Voshell’s 
25th Anniversary 


IN BROOKLYN 





BIG BANQUET 





President Fiske and Others Pay Tribute 
to Popular Brooklyn Superintend- 
ent; a Self-Made Man 


Business associates and _ personal 
friends of Samuel S. Voshell, superin- 
tendent of the Metropolitan Life in 
Brooklyn, and president of the Life 
Underwriters’ Association of New York, 
paid tribute to his ability as a success 
ful leader and producer at a dinner 
given Tuesday evening in celebration of 
his twenty-fifth anniversary with the 
company. The banquet, held in the 
large ballroom of the Bossert Hotel, 
Brooklyn, was attended by mest of the 
officers of the Metropolitan, many of 





the foremost business men of the 
city, several men from other com- 
panies, and by the entire Brooklyn 


staff of Mr. Voshell. 

Haley Fiske, president of the Metro- 
politan, acted as toastmaster and com 
plimented Mr. Voshell upon the success 
achieved in his wide and varied insur- 
ance experience during the forty years 
of his business activity. To be a super- 
intendent for twenty-five years with the 
same company was to mark a man as 
the head of a great corporation, Mr. 
Fiske declared, and he claimed Sam, as 
he affectionately called Mr. Voshell, 
was that. 

“Mr. Voshell deserves distinctive pub- 
lie recognition,’ Mr. Fiske continued, 
“for he has under him the care of 77,182 
lives, Which represents the number of 
policies in force in his district. The 
amount of money involved is actually 
more than $20,000,000.” 

Born in Delaware 

Mr. Fiske characterized Mr. Voshell 
as an entirely self-made man, for in the 
beginning of his career he was not 
favored by any special advantages. 
Born in Chapeltown, Del., January 14, 
1855, he passed his boyhood working 
about nine months of the year and at- 
tending school the other three. At the 
age of nineteen he entered a country 


store as a clerk and salesman and it 
was not until five years later that he 
became interested in insurance. 

“While in Philadelphia one day on a 
business trip, Sam noticed an advertise- 
ment for an industrial agent for the 
John Hancock, of Boston, and that is 
how he got his start,” said the toast- 
master. “On his first day out he wrote 
three applications and from then on his 
ultimate success was never in doubt. 
After two years as agent he was pro- 
moted to a superintendency, and in that 
position he remained with the John 
Hancock for twelve more years, or un- 
til he came to us in 1894. 

“Mr. Voshell had a premium income 
of over $900,000 in 1918, or about half 
what the entire company wrote in 1894. 
Mr. Voshell came to us when ordinary 
insurance was in its infancy, and he 
has grown to be one of the great ordi- 
nary producers in this country. During 
these last twenty-five years he has kept 
pace with the company, and maintained 
his position in the forefront, while 
others have fallen behind. He is an 
outstanding man who deserves the 
highest recognition and one of the 
highest tributes I can pay him is to say 
that he has trained several of our best 
superintendents.” 

Mr. Fiske then changed the theme of 
his address to a description of the wel- 
fare and philanthropic work under- 
taken by the Metropolitan, which ha 
termed as the “mother” of its employes 
and policyholders. The officers and ag- 
ents, all brothers, are united with the 
family of 20,000,000 policyholders for 
mutual benefit and co-operation. Pre- 
miums collected are later generously 
distributed among the members of the 
family, and yearly more than a million 
and a half visits are made by nurses 
without a cent of charge to the homes 
of working people who cannot provide 
against the contingency of illness. The 
welfare work of “mother” Metropolitan, 
the speaker said, was a demonstration 
and an example to the country of what 
can be done for the betterment of hu- 
manity by a single institution. 

Industrial agents Mr. Fiske praised 
as men whose privilege it was to carry 
into the homes of the policyholders the 
high ideals of the company, and they 
should be proud that such opportunities 
for service are offered to them. 


In conclusion Mr. Fiske presented 
Mr. Voshell with the Metropolitan medal 
for twenty-five years of meritorious 
service. 

Mr. Voshell, in a brief address, com- 
plimented the deputies and agents who 
had made it possible for him to gain the 
success he had won and thanked the 
Home Office for the courteous treat- 
ment it had always shown him. Especial 
credit was due, he said, to the members 
of his family who had continually co- 
operated with him and given him in- 
spiration and encouragement. 

D. G. C. Sinclair, on behalf of the 
superintendents of Greater New York, 
presented Mr. Voshell with a handsome 
clock, and his Brooklyn staff, through 
James Neary, agent unattached, gave 
him a diamond ring as a symbol of ap- 
preciation for his friendship and atten 
tions. 

Among others present at this banquet 
and who spoke of the services Mr. 
Voshell had rendered both as a mem- 
ber of the company staff and as a citi- 
zen of Brooklyn were Frederick H 
Ecker, vice-president; George B. Wood- 
ward and Frank O. Ayres, second vice- 
presidents; and Harry J. Miller, super- 
intendent of agencies, all of the Metro- 
politan; Charles J. Edwards, of the 
Equitable; Edward P. Maynard, presi- 
dent of the Brooklyn Trust Company; 
Charles Boody, president of the Peoples 
Trust Company; the Rev. Dr. John F. 
Carson: and J. K. Voshell, ex-president 
of the Life Underwriters’ Convention 
and brother of Samuel Voshell. 


WITH GIRARD LIFE 
James S. Wood Becomes General Agent 
for Philadelphia Company at 
Pittsburgh 








James S. Wood has severed his rela- 
tions with the Continental Life Insur- 
ance Company of Wilmington, Del., 
to become general agent of the Girard 
Life of Philadelphia, at Pittsburgh, 
and has taken charge of his new work 
with headquarters at 5023 Jenkins 
Areade Building in that city. 

With approximately one-half million 
dollars of business in force in the 
Pittsburgh agency, Mr. Wood will set 
out to build an agency organization 
and will write business personally. 


Bars Union of 
Insurance Agents 


FEDERATION OF LABOR’S ACTION 








“Line Must Be Drawn Somewhere,” 
Says Official of American 


Federation 





The executive council of the Ameri- 
can Federation of Labor has refused 
to grant a charter for a union of in- 
New York City. 
was taken after a careful 


surance agents in 
This action 
investigation and the determination of 
the A. F. of L. to scrutinize more care- 
fully than formerly all applications 
for charters. In a way, it grew out of 
the trouble over the Boston policemen’s 
union. Hereafter, a new union must 
show that it has the right to affiliate 
with the Federation 
words, members must 


other 
have something 


unions;: in 


in common. 

One of the executive committee of 
the A. F. of L. said: “The decision 
means that the executive council must 
draw the line of charter granting 
somewhere. If we did not, half the 
faddists in the country would be ask- 
ing to be enrolled. The door is open 
only to those who are actually labor 
men.” 

For several years at intervals at- 
tempts have been made to unionize 
the agents of the Metropolitan, Pru- 
dential, John Hancock and other com- 
panies writing industrial insurance. 
In Newark recently such an attempt 
resulted in only about sixty agents out 
of several hundred joining the union 
movement. 


MORE SPACE NEEDED 

Franklin G. Allen, general agent for 
the Connecticut Mutual Life in Fastern 
Pennsylvania and the State of Dela- 
ware, has moved the Philadelphia ag- 
ency in the Drexel Building from the 
eighth to the fifth floor to secure accom- 
modations for the enlargement of the 
fleld staff. 








insuring public. 





What Money Could Not Buy 


The name Massachusetts Mutual is packed full of meaning to the 
It stands for perfect protection at low net cost, for 
absolute security, and for unexcelled service. 
which no money could buy—an untarnished reputation. 
years of square dealing have gone into the making of that name. 
strange that, it means so much to the representatives of the Company ? 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Incorporated 1851 


It stands for something 
Sixty-eight 
Is it 





The Agents of the 
New England Mutual Life Insurance Company 


After another Year of Splendid Success, 








Face the New Responsibilities resulting from the War, 
with the Determination to give that 


Generous Service which is making Life Insurance 


A Universal Necessity 
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A Sales Talk Which 
Won in South Carolina 





AGENT USED BANKING SIMILE 


Tells Prospect to Imagine Himself a 
Bank Cashier Offered Stock 
in Bank 


Winchester Graham, general agent of 
the Atlantic Life in Denmark, S. C., has 


written for The Eastern Underwriter an 


argument which he used with con- 
siderable effect with an applicant who 
was forty-three years of age and had 


never been interested in life insurance. 
He the by saying: 
“Draw on your imagination 


minutes and presume that you are the 


began argument 


for a few 


eashier of one of the largest city 
banks.” 

This bank was known well to him 
and in its solvency and future he had 
every confidence. 


“Then I continued: ‘Suppose I should 
come into your office representing this 
bank and tell you the directors of the 
bank at their last meeting decided un- 
animously that they wanted you as one 
of their stockholders and in order to 
interest you have agreed to make you a 
very unueual proposition They have 
granted me permission to offer you 
$25.000 of stock on the following basis, 
viz.: the bank will enter into an agree 
ment with you to deliver $25,000 ot 
stock to your estate upon compliance 
by you with the following conditions: 

“*(1) You will deposit $750 per annym 
with the bank, which is only 2 per cent 
of the face value of the stock which will 
be issued to you. (2) In consideration 
of this deposit the bank will give vou 
its binding agreement, that if you die 
tomorrow the stock will be turned over 
to your estate, fully paid-up and non 
assessable; or, in the event you become 


permanently and totally disabled, all 
obligation on your part to make the 
annual payment ceases and the bank 


pav von $250 per month, 
($3.000 per annum,) for the remainder 
of vour life, and, then, at your death, 
will deliver to your estate the $25,000 of 
stock originally bargained for, just as 
though you had continued to pay $750 
per annum during the period of dis- 
ability and had not drawn one cent 
from the bank. 

“*Would you accept that proposition? 


will 2=rpae to 


Would you consider it a very liberal 
one?’ 
“The prospect was compelled to 


answer ‘yes.’ 

“Next I added: ‘But the bank is will- 
ing to put a further proviso in that 
agyeement, as an inducement to you and 
a protection to the money you will pay 


LEATHER RATE BOOKS 


Company Asks Agents to Turn In Old 
Ones So Th-t Thev Can Be 
Rebound 
The Tllinois Life 

to agents: 

“There is a great scarcity of leather 
for the binding of our ratebooks and 
that which is available does not begin 
to equal in quality the leather we have 
used for binding our ratebooks in past 
vears. 

“Tf you have any leather-bound rate 
hooks which you are not using please 
forward the same to the Home Office 
at once. The hookbinder informs us 
that he can easily remove leather cov 
ers from old books and put: them on new 
hooks. Members of the $100,000 Club 
who have in their possession especially 
hound ratebooks of a form no longer 
used may have those special covers put 
on our present up-to-date ratebook if 
they will return them to the Home 
Office.” 


this note 


has sent 


in annually, and that proviso will stat 
that at any time after you have mad 
three ‘payments, if for any reason you 
decide to stop making payments, the 
bank will agree to deliver at your death 


a certain amount of the stock in prop: 


tion to the number of payments you 
have made. This stock is to he de 
livered at your death just as though 
there had been no departure from the 
original agreement 

‘'The bank will make this further 
agreement: That this stock is guaran 
teed to be worth one hundred cents 
on the dollar when delivered to your 
estate. 

“*Now Mr. B., in all faivness, if you 
had an opportunity to make an invest- 
ment as the above, realizing that one 
of the objects of your life is to add to 
your estate each year, so that your 
family may be provided for.in the event 
of your premature death, would you or 
would you not accept this proposition?’ 

“B. said, ‘Yes, I would.’ 

“Then T followed up with this state 


ment: ‘Well, Mr. B., if vou were going 
to inherit $25,000 today, would you just 
as soon have $25,000 in cash as yon 
would to have it in bank stock, real 
estate or liberty bonds?” 

“Again the argument was ym my 
ide. Mr. B. saw what I was driving at 
and indicated his willingne io sign 


the application then and there without 
further discussion.” 


ROGERS-HUNTER PAPER 


New York Life’s Numerical Method of 
Determining Value of Risks 
for Insurance 


“The Numerical Method of Determin- 
the Value of Risks Insurance,” 
the title of 2 Oscar Hi. 
Rogers and Arthur Hunter, delivered on 


ing for 


was paper by Dr. 
meeting of the 
Hotel 


Thursday at the joint 


actuaries and medical directors, 


Astor, New York 
This paper is a description of the 
method used by the New York Life of 


estimating the eligibility for acceptance 
of an applicant for insurance by means 
of a rating method applied by 
The theory of this method is that im 
pairments and especially favorable fac 


clerks 


tors can each be given numerical val 
ues. The numerical values applied to 
the given case by the clerical force 
without technical training and the sum- 
ming up of the numerical values given 
determine whether the risk is a favor- 
able one or not For the purpose of 
applying this method the factors bear 
ing on insurability are grouped ints 
nine. To each of these factors a nu 


merical value is given indicating a mor- 
tility of more or tess than the 100 per 
cent of the table chosen as the standard. 
\ factor like build, that is weight in 
comparison with height, requires in it 
self an extensive table of ratings, this 
being dependent not only upon the per 
centage of over-weight or under-weicht, 
but also upon age. 

The paper takes up quite fully the in 


fluence of build and somewhat more 
briefly the other of the factors men 
tioned. It has valuable tables and also 


in conclusion gives a number of illus 
trations of the practical application of 


the numerical rating system. One of 
the most inieresting sections consists 
of a number of paragraphs discussing 
the advantages and disadvantages of 
the system. The advantages claimed 


are principally: 1. More uniform selec- 
tion. 2. Liability to error lessened be 
cause each handled in routine 
3. Saving of work for the higher salaried 
officers. 4. Gain in speed in handling 
business. 5. Lessening of the delay in 


case if 


handling doubtful cases because of the 
numerical rating to assist the officers 
who pass on these cases The objec- 
tions urged to such a method are also 
discussed but do not lend themselves 
to as brief a statement as the advan- 
tages claimed. 














Organized 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 


OLDEST -LARGEST STRONGEST, Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 


| CONDITIONS ON DECEMBER 331, 


1918 
$18,362,862.75 


| PROG:  sosecuvveiacecdssassensasecncebeasayes 

| CARED . nirncandedesutsuncssseusvennens \6,626,824.78 
Capital ant Gare oaceccccesecconses 1,736,037.97 
Eneurance 18 POres occcccvcccvccscess 149,170,320.00 
Payments to Policyholders 2,376,218.75 
Total Payments to Policyholders since Organization ...........eceeeeees 21,988,834 a3 


| JOHN G. WALKER, President. 
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Great Southern Life Insurance Company 


HOUSTON, TEXAS 


™ For Agency Contracts address 
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Changes in Staff 
of American National 
HUTCHINGS AGENCY MANAGER 


Succeeds J. Frank Montgomery; N. E. 
New Assistant Actuary 
of Company 


Gorton 


Charles S. Hutchings has been ap- 
pointed agency manager of the Amer- 
National, Fran 
Montgomery. Mr. Hutchings is actu- 
the Company. Newton E. 
Corton, who has been acting assistant 
the West Coast San Fran- 


has been appointed assist- 


ican succeeding J. 


ary of 


actuary of 
Life, 
ant actuary of the American National. 
October 1 this Company 
discontinue] the 
policies, both on account of unfavor- 


Cisco 


Beginning 
issue of intermediate 
able experience and, also, on account 
of the decreased value of the dollar. 


A contest has been started between 
the Ordinary and Industrial Depart- 
ments, based upon ordinary business 


written and paid-for between October 


1 and December 31. The ten leaders 
of each denvartment will be invited to 
the Home Office at Galveston for a 


hanquet. 

The Comnany’s gain in Ordinary in- 
surance in force is over twice as much 
as the vain during the entire year of 
1918. More than $1,500,000 a month 
Ordinary is now being produced. 


PASSES $200,000,000 MARK 


With the close of Sentember the 
hooks of the Missouri State Life of 
Saint Louis, Missouri, show $202,775.,- 


752.00 of insurance in force. This 
record has been accomplished within 
the past twenty-seven years, the great- 
est advance having been made within 
the five years jyst past, wherein the 
Company doubled the amount of paid 
for insurance gained previous to 1914. 
For the present year to date, the total 
amount of business written is $58,797,- 





525.50, which sum is a gain of $18.- 
662.034.50 over the same’ period of 


1918 


| 


GREATEST 
ILLINOIS 


COM PANY 


WANTS GOOD MEN 
AND 


WILL PAY THEM WELL] 











HINTS FOR 
BUSINESS GETTERS 


to help you write 
more and Better 


READ 
THE EASTERN UNDERWRITER 
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THE AGENTS’ FIFTEEN POINTS 


By J. B. Duryea, of Duryea & Finley, General Agents at San Francisco, 
Penn Mutual Life 


Copyrighted, 19!9, 1 Mr. Duryea 
1. The 
of little value to a life 


business of life insurance is 
insurance agent 
thor 


unless he is willing to prepare as 


oughly as he would if he were fitting 
After he ts 


continue 


himself to be a lawyer. 


thoroughly prepared he must 
to study and grow if he would gain the 
high while. He 
must know life insurance before he can 
sell it 

2. The 
the mental 
from 


reward that is worth 
successfully. 

haye 
that 
There is 


successful agent must 


training and 


being 


capacily 
comes educated. 


no knowledge, whether obtained from 


books or experience, which is not use 
ful to him. It 


that he have an intimate 


is especially desirable 


knowledge of 


psychology, because @ sale is something 


that takes place in the human mind, 


and if he does not know the workings 


of the human mind he is an order taker, 


not a salesman. He should know char 
acter us expressed by shape, size and 
color, that he may give details to one 
man and only salient facts to anothei 


3. He must devote his entire time to 
writing life insurance for one company. 
No great writer of life insurance ever 


divided his time by writing accident, 


health, fire or marine insurance, and 


no man who divides his time among 
these different lines ever mak any 
great success. Most men cannot suc- 
ceed in one line at a time, much les 
several. 

4. He must be as systematic as are 


successful men in other callings. He 
must keep a re 
his call of his 


counts. He 


‘ord of his prospects, oi 
interviews, of his ac 
must observe regular hou 
of work and time in 


conomize his every 


Way He must make daily reports and 
summarize these in a weekly report. 
5. He should be 


following the 


a professional man 
life 
He should be professional in his 


profession of insur- 
ance. 
methods, and have a feeling of respon 


sibility that his value to the commu 


nity demands. He should be ethical 
to his associates in the office and in the 
field. 

6. He should be non-competitive. 


There is no reason to succeed by the 


failure of others. On small cases com- 


petition is waste, and he should stay 
out; on large cases he should know 
when to withdraw. 

7. He should be a specialist. Not 


only is great success in several kinds 
of insurance 
most signal success is 
he confines 


not possible, but also the 





attained when 


his time largely to one or 


two forms of life insurance service and 
adapts his main study to the require- 
ment of men’s needs in these special 
lines. 

8. He must be an insurance attorney. 
He must advise as to the kind and 
amount of insurance to be carried, that 
the best The 
client nothing about insurance 
and is therefore in no position to se- 
lect the kind of service.—This is the 
work of an insurance attorney. He 
must communicate with his clients onc> 
or twice a year. 


service may be given. 
knowe 


9. He must be a moral man. He 
must live right, be clean in both body 
and mind. He must live within his 


income and save money every month. 
He must keep himself physically fit 
by learning to breathe right and to ex- 
ercise right. 

10. He must his work. He is 
not only a coward who stays in work he 


love 
does not like, but also he is a waster 
of his own, and his employer’s, time 
He must be thrilled 
with the great good that life insurance 


and opportunity. 


does, and tien he can thrill others. 
11. He must be impressed with the 
fact that he 


business 


is engaged in a serious 
needing intelligence, honesty 
and reliability. The whole trend of his 
should be the 


render to his client. 


service he is to 
If he keeps this 
always uppermost in mind he will not 


mind 


ro wrone in any advice with respect 
either to the policy he is selling or 
ther insurnnce his client have. 
If he ec: 
has no levitimate place in this business. 

12 The 


is a positive man. 


may 
nnot sell service of this kind he 
successful salesman 
He is sure that he 
every good point about his com- 


highly 


knows 
ranv and the service he is selling, and 
that he is telling the truth when he 
the’: 
tiin of his abilitv to present his pro- 


recites advantaves. He is cer- 
position in an interesting wav, as well 
us to choose a favorable time to close 
the sale. He 
“If I win.” He 


“Sta.” 


savs. “I will win,” not, 
frees his mind of 
and kindred doubts, by constant 
self-cultivation 

best informed 
insurance in his commu- 


self-discipline and 
literally, by 


life 


being the 
man on 
nitv. 
13. He must be consistently unsel- 
fish. He is slways preaching unselfish- 
ness, because he who takes life insur- 
ance does so mainly for some one 
elves hence. his recommendations and 
advice should never be to helv himself 


but onlv to vive the best service to his 








American Central Life 


Insurance Company 

INDIANAPOLIS, 
Established 1899 

All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 


INDIANA 














Men. 


Pan-American Life Insurance Company 


NEW ORLEANS, U. S. A. 
CRAWFORD H. ELLIS, President 


0 ee 
OUR 1916 STATEMENT SHOWS 


Insurance in force........... (over) $42,400,000 
ONE ks cane eu mane axe wke (over) 5,600,000 
New Insurance paid for......... een 10,000,000 


lhe High Scores in the Life Insurance Profession are won by Trained 
We will train you in the Profession and locate you in Productive 
Territory either North or South. 


Further information on request. 
E. G. SIMMONS, Vice-President and General Manager 
Whitney Central Bank Building 
NEW ORLEANS, U. S. A. 


. $1,000,000.00 


Your Opportunity is Here. 
Address: 




















client. He must practice correct prin- 
ciples at all times by having in mind 
the intérest extend 
this unselfirh interest a long way into 
the future with the 

14. He must be one of the ten 
of the ten 
To do this he must have a good 


of his client, and 


contract. 

who 
lead instead thousand who 
drift. 
Loss, and that boss must be his super- 
self. He must much 
work to do that there will be no time 


for temptation to find him 


give himself so 
to loaf—or 
His boss must be a hard boss in whom 
he has the utmost who 
makes him work with his company, not 
for it. He must require that this man 
he has authority over be the first one 
on the job in the morning and the last 
He must 
mark a 


confidence; 


one to leave at night. make 
him setting his 
long way ahead of the biggest writer 
in his state, and then make him reach 
the mark. 

15. In his relation to the public the 
is both the general agent and 
the company. The client knows noth- 
ing of the company or its contracts, ex- 


succeed by 


agent 


tells The 
agent is the company in his field, and 
represent it with 


cept what the agent him. 


as such he must 
dignity, honesty and absolute fairness. 


U. S. SUIT SETTLED 


Suit brought in Philadelphia by the 
United States Government against six 
insurance companies to recover tax on 
income erroneously deducted in the re 
turns for 1909, 1910 and 1911, has been 
terminated by the payment in full of 
the amounts demanded. The largest 
sum involved was $3,762.29. 

The companies deducted from their 
statements of net income, taxes paid 
to the state. The defendants were the 
Travelers, Hartford Fire, Phoenix, 
Connecticut Fire, Connecticut General 
Life and the Aetna Fire. 


THEME OF MEETING SELECTED 


Life dnsurance 
its thirteenth an 
Hotel Astor, New 
The theme of 
Part ot Life 
Recon 


The Association of 
Presidents will holds 
nual meeting at the 
York, December 4 and 5 
the meeting will be “The 
Insurance in the Problems of 
struction.” 





19,712 
our direct mail advertising. 
at any time in our history. 


reserve basis. 


in force over $150,000,000. 


INSURANCE 





were distributed among Fidelity field men in 1918—the result of 
This is agency co-operation on a 
vast scale and explains why we are writing more business than 


The Fidelity operates in 40 states. 
Faithfully serving insurers since 1878. 


A Few Agency Openings for the Right Men 
THE FIDELITY MUTUAL LIFE 


COMPANY. 
WALTER LE MAR TALBOT, President 


LEADS 


Full level net premium 
Insurance 


PHILADELPHIA 


Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 


PHILADELPHIA 
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No Evidence of 
New Flu Epidemic 


DR. TCULMIN DISCUSSES TOPIC 








Marked Increase in Pneumonia Mor- 
tality Expected, However; Meeting 
of Medical Directors 





The Association of Life Insurance 
Medical Directors met this week in the 
Board Room of the Equitable Life As- 
surance Society. Among the important 
subjects under discussion are: 


“A Discussion of the Possible Recur- 
rence of the Influenza Epidemic,” by 
Dr. Harry Touimin, of Philadelphia. 

“A Discussion of Gassing and Shell- 
shock,” by Dr. Robert A. Frazer, of 
New York. 

“Health Conservation Work Based 
Upon Annual Kidney Tests and Health 
Statements,” by Dr. William Muhlberg, 
of Cincinnati 


“The Selection and Mortality Experi- 
ence of Female Risks,” by Dr. Chester 
P. Brown, of Newark. 


“Heart Murmur and the Influence on 
Mortality,” by Dr. Oscar H. Rogers and 
Arthur Hunter, of New York. 


Dr. T. H. Rockwell, of the Equitable 
Life, president of the association, pre- 
sided. 

Dr. Toulmin, in discussing the proba- 
ble recurrence of influenza, was unable 
to find any basis for a positive state- 
ment that there would be a recurrence 
of the epidemic itself. A prediction 
that it wonid occur could only be based 
upon the past experience which is not 
sufficiently conclusive. He did, how- 
ever, think that even without a return 
of the epidemic “we will surely have 
a marked increase above the normal of 
death from pneumonia and the respira- 
tory diseases, and every possible step 
should be taken to minimize the extent 
and severity of such a condition.” 





PREMIUM VALUES INCREASE 





Insurance Costs Less and Yields Better 
Return Today Than in 1914, Says 
the Travelers 


The annual premium of a 20 payment 
life policy of the Travelers today at 
age 35 is about 5% per cent less than in 
1914. The cash value at the end of 
the fifth year is over 13 per cent great- 





er; the period of extended term has in- 
creased over 16 per cent. The optional 
annuity at maturity is 3 per cent 
greater. 

Expressed in amounts of insurance— 
the premium cost of $10,000 life insur- 
ance in the Travelers (age 35) in 1914 
will today purchase insurance as fol- 
lows: 20 payment life $10,596, an in- 


‘crease of approximately 6 per cent; or- 


dinary life $10,791, an increase of 8 per 
cent; annuity-65 $10,543, an increase of 
5% per cent. The 1914 premiums for 
an ordinary life monthly income policy 
of $100 a month will today buy an in- 
come of $107.90 a month, an increase of 
about 8 per cent. 

The following statistics compiled by 
the National Industrial Conference 
Board in its research report for Sep- 
tember, 1919, tell a strikingly different 
story. Column 1 gives the relative im- 
portance of the different items of the 
family budget; column 2 shows the in- 
crease in cost of these items between 
July, 1914, and July, 1919: 

Inc. between 
Importance July, 1914 
in Family and July, 
Budget (Pet.) 1919 (Pet.) 


Budget 
Items 


eer. ais 6a 90. 
OND ow baer wine ered ame T7.7 28. 
CGD ewe tddneees «is 13.2 100. 
Fuel, heat and light.. 5.6 57. 
ree 20.4 63. 
ee 100.0 


Increase Total Budget 73 per cent. 


FROM AGENCY TO PULPIT 





Stuart B. Edmondson, Illinois Life, Re- 
signs to Become a Minister; 
Formerly with Mutual Life 





Chicago, Oct. 22.—Stuart B. Edmond- 
son, for the past three years Chicago 
city manager for the Illinois Life, has 
resigned to take the pastorate of the 
Methodist church at Lake Forest, III, 
a wealthy Chicago suburb. His change 
was given much publicity by the Chi- 
cago papers, especially as regards his 
quitting a paying position in business 
life to take one less lucrative in reli- 
rious work. Mr. Edmondson was _ in 
the ministry for five years as pastor of 
a Chicago church before entering the 
life insurance business. He was with 
the Mutual Life for one year at Spring- 
field, Ill.. before going with the Illinois 
Life. He will relinquish his work 
there as soon as his successor is de- 
cided upon. 





COMPANY 





THE TRAVELERS 


INSURANCE o 


HARTFORD, CONNECTICUT 
WRITE THE GREATEST VOLUME OF 
GUARANTEED LOW COST LIFE INSURANCE 
AND 
CASUALTY INSURANCE 


THE OPPORTUNITY TO SUPPLY THESE INSURANCE 
NEEDS GUARANTEES AGENTS THE BROADEST 
FIELD AND THE LARGEST INCOME. 


INDEMNITY 
COMPANY 





NATIONAL LIFE INSURANCE COMPANY 


MONTPELIER, VERMONT 
FRED A. HOWLAND, President 


A MUTUAL COMPANY 


WHICH FOR 


SIXTY-NINE YEARS 


HAS PROTECTED THE 


HOME AND FAMILY 


Edward D. Field, Superintendent of Agencies 























HOME LIFE INSURANCE COMPANY of AMERICA 


INCORPORATED 1899 


PROTECTION FOR THE ENTIRE FAMILY 

This Company issues all modern forms of policy contracts from age 3 months 
next birthday to 6 years. 

INDUSTRIAL POLICIES are in full immediate benefit from date of issue. 
ORDINARY POLICIES contain a valuable Disability clause and are guar- 
anteed by State Endorsement. 

GOOD CONTRACTS FOR LIVE AGENTS 
Executive offices No. 506 Walnut St., Philadelphia, Pa. 
BASIL S. WALSH, President JOSEPH L. DURKIN, Secretary JOHN J. GALLAGHER, Treasurer 

















THE RIGHTS OF 
THE INDIVIDUAL 


AND THE SAFEGUARDS OF INDIVIDUAL RIGHTS 





Rights and duties are personal. Pleasure and pain are personal. 
The combined rights of individuals make up the rights of nations, and 
the “rights” of nations sometimes clash. It was for the protection of 
these individual rights that Americans entered the war; it was to defend 
these rights that we raised vast armies, disciplined and equipped them, 
and sent them overseas to fight. It was for individual rights that our 
men fought so heroically. Their victory is a victory for individual rights. 


Laws and courts and treaties and bailiffs and armies are properly 
the safeguards of individual and national rights. The first law of man- 
kind was club-law—the law of the strongest—the law of the jungle. 
The ultimate law—the law toward which Democracies are struggling— 
will be the law which gives every individual his rights, harmonizing 
them with other men’s rights. 


In a Democracy men are assumed to have been born with certain 
inalienable rights which are protected and restrained by laws which men 
themselves more or less directly make and execute. 


Laws are not rights; they should define rights and be their safe- 
guard. 


Apply this reasoning to Life Insurance and see how reasonable and 
how imperative it becomes. 


The wife, who is the home-maker, and who, while making the 
home, loses the opportunity to earn an independent income, has the right 
to some sort of protection against the risk of her husband’s death. 
Children have a right to be well brought up and well educated. These 
rights should be safeguarded as against the death or total disability of 
the husband and father. In most cases there is no safeguard except 
Life Insurance. 


The rights of the individuals—husband, wife and children—are 
written in the policy, and are further safeguarded by the accumulations 
of the insuring company and by the laws under which it operates. You 
can’t live real democracy without insuring your life. 


The New York Life Insurance Company issues a Policy insuring 
against the risk of death or total disability. Behind each Policy is 
seventy-four years of experience, abundant resources, and the super- 
vision of laws that define and maintain the rights of individuals. 


New York Life Insurance Company 
DARWIN P. KINGSLEY, President 
346 BROADWAY, NEW YORK, N. Y. 
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Travelers Groups 
Total $256,000,000 


375,000 RISKS NOW CARRIED 





Agent Who Pushes Group Wil) Find 
Increased Opportunities in Other 
Lines of Insurance 





The Travelers now has at risk on the 
group plan more than $256,000,000. 

In a talk made before agents of thea 
Company Manager Chamberlin, of the 
group department, predicted that in 
five years the premiums from group in- 
surance—life, accident and health—will 
equal or exceed the premiums from all 
other lines of insurance which the Com- 
pany writes. He made the point that 
the exploitation of group insurance will 
increase rather than diminish the vol- 
ume of other lines written by agents. 
The by-products of group insurance 
hold out great possibilities to the agent 
writing it. 

To write a plant of a thousand em- 
ployes under a group policy is not a 
great undertaking, he said. To be able 
to approach these thousand employes 
with regular life, accident and health 
and all other lines which the Company 
writes, means an almost unlimited field. 

Mr. Chamberlin emphasized the point 
that the bench-hand of today is the 
superintendent of tomorrow, and head 
of the plant next week. He added that 
about 375,000 people are insured under 
group policies of the Travelers, many 
of whom are prospects for large insur- 
ance, 


APPOINTMENT AT SPOKANE 


The Missouri State Life has been 
doing considerable development of the 
northwestern states, and only last week 
closed a contract with Fred J. Dibble, 
a prominent insurance man, to act as 
general agent for eastern Washington, 
with headquarters at Spokane. 


THE SPIRIT THAT WINS 


. Thomas A. Buckner, vice-president 
of the New York Life, finding the 
printing of the “Bulletin” still impos- 
sible, due to the striking pressmen in 
New York City, sent the following let- 
ter to the agents of the Company: 


“The striking pressmen are still strik- 
ing in New York, tying up the printing 
situation. The ‘Bulletin’ issue of Oc- 
tober 18 must be omitted. Meantime 
PLY YOUR TRADE. We'll keep in 
touch with you. 


“Our stock of life insurance is ample. 
Strikes or no strikes it will never run 
out. Luckily it doesn’t have to be 
mined from the ground or made from 
lumber. It is a thought arising in the 
mind of an unselfish man transferred 
to an application blank. We have 
plenty of them. Also of medical 
blanks. As long as that stock remains 
you are safe. And we’ll see that they 
never run out. 


“As you go about I hope you will 
spread this thought. It should be 
shouted from the housetop. It should 
be preached from the pulpits. It should 
be talked by the people in whom the 
great strength of this country lies. 
And this is the message—PRODUCE. 
LABOR. WORK. 


“With the shortage of everything we 
eat, wear, and need, the most foolish 
and suicidal thing in the world is to 
cease work, doing not a thing but mak- 
ing bad matters worse. And the peo- 
ple are coming to see this. Let it be 
talked on every hand. Little by little 
it will seep in. Do what you can by 
WORKING yourself. Get OTHERS 
to work and produce—make things.— 


“Yours for a return to sanity.” 


The “Bulletin” triumphed over print- 
ing troubles this week and came out. 





REAL BIG MEN 


in life insurance give unqualified endorse- 
ment to The Eastern Underwriter’s 


Gold Book of 
Life Insurance Selling 


A national, annual institution that has de- 
veloped many men beyond the mediocre. 


Did you get yours? Send fifty cents 
write for table of contents. 


PRICES: 
Single Copies, 50 Cents, 
.3 to 1000 Copies, 25 Cents Each 


TOVEHEAENANLALETELE 


or 
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THE EASTERN UNDERWRITER 


105 WILLIAM STREET, NEW YORK 





GOLDEN DISCUSSES MERGER 





Says 90 Per Cent of Members of Na- 
tional Service Life Will Con- 
tinue Insurance 





Discussing the merger of the Ameri- 
can Life Society with the National Ser- 
vice Life Society, D. A. Golden, presi- 
dent of the American Life Society, 
said to The Eastern Underwriter: 

“We do not contemplate any change 
in the plans of insurance or rates of 
the members of the National Service 
Life Society taken over, and would add 
that we are having marked success in 
holding this business as 90 per cent. 
of the National Service Life Society 
members have already signified their 
intention to accept the merger and 
continue their insurance with us.” 














HELPING 


Its Salesmen is the 


Fixed Policy_ 


OF THE 


Bankers Life 


Company 
DES MOINES 





GEO. KUHNS 


President 





HOME LIFE | 


INSURANCE CO. 
(Purely Mutual) 
256 BROADWAY, NEW YORK 


WILLIAM A. MARSHALL 





| 

| President 

| The 539 Annual Report of the 
} Home Life Insurance Company 


shows over Four Million Dollars 
paid to policyholders in 191 of 
which over Seven Hundred ou- 
sand was in dividends. The in- 
fluenza pneumonia epidemic caused 
an abnormal mortality greater than 
any experienced in the Company's 
history, but notwithstanding this 
the assets show an increase of 
more than 4% and ure now over 
Thirty-Six Million Dollars, 

The total insurance in force was 
increased during the year 8.6% and 


is now nearly One Hundred and 
Fifty-Nine Million Dollars. 


For Agency apply to 
GEORGE W. MURRAY, 
Supt. of Agents. 
| 256 Broadway, New York, N. Y. 

















Build Your Own Business 
under our direct general agency contract 
Our Policies provide for : 

Double Indemnity, 
Disability Benefits, 
Reducing Premiums 
See the new low Rates 
JOHN F. ROCHE, Vice-Pres't 


THE MANHATTAN LIFE 


INSURANCE COMPANY 
66 BROADWAY NEW YORK 
Organized 1850 














THE BERKSHIRE LIFE INSURANCE CoO. 


OF PITTSFIELD, MASS. 
Incorporated 1851 


W. D. WYMAN, President 
A purely mutual Company, issuing all desirable forms of life insurance. 
ATTRACTIVE LITERATURE 
Ambitious, Producti‘ve and Trustworthy Life Agents may be benefitted 
by corresponding with 
W. S. WELD, Superintendent of Azencies 











_ IN THE CENTER OF THE U. S. A. 














is located a big, vigorous, and growing 
institution of Life Insurance. 


Our geographical location enables us to 
render exceptional service to our policy- 
holders and field force. 


Over $200,000,000 of insurance in force. 

Investigate for yourself. 

Missouri State Life Insurance Company 
M. E. SINGLETON, President 


St. Louis, Missouri 
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THE EASTERN 
UNDERWRITER 


This newspaper is owned and is pub- 
cished The 
Ux lerwriter Company, a New York cor- 
poration, office and place of business 
Street, New York City. 
Clarence Axman, President and Editor; 
W. L. Hadley, Secretary and Business 
Manager; W. E. 
Editor. The address of the officers 1s 
the office of this newspaper. Telephone 
2407 John. 


every Friday b; Eastern 


105 William 


Schram, Associate 


Subscription Price $3.00 a year. Single 
copies, 25 cents. 

Entered as second-class matter April 
s, 1907, at the Post Office of New York, 
N. Y., under the act of Congress of 
March 3, 1879. 

SOLICITING COMPENSATION ON 
“INSIDE” INFORMATION 

The State Insurance Fund, F. Spen- 
Fifth Avenue, man- 
letter to 
in which the 


cer Baldwin, 411 
sending a 
state, 


ager, is assureds 
all over the 
three paragraphs follow: 


first 


“Your attention is invited to the ad- 
vantages offered by the State Insur- 
ance Fund to employers requiring pro- 
tection under the workmen’s compen- 
sation law 

“Your policy will, we believe, expire 
on December 1, 1919 (date inserted for 
each risk.) 

“You can effect a considerable sav- 
ing in the cost of your insurance by 
placing it in the State Insurance Fund.” 

Followine this is a notation stating 
that the rate in the state fund is so 
much, while the stock company rate is 
so much. 

The question which every agent is 
asking is this: Where does the State 
Fund get the information about expi- 
rations? How is it obtained? 

Information is furnished the State 
Industrial Commission regarding all 
compensation insurance written, and, 
of course, that is where the State In- 
surance Fund obtains its knowledge of 
these dates. It looks like below-the- 
belt competition. 


WILL RESENT ATTACKS 

‘The address of President Buswell, 
of the National Board of Fire Under- 
writers, delivered before the National 
Association of Insurance Agents in 
Louisville last week, had a refreshing 
effect akin to the taking of a shower 
bath after a game of lawn tennis. 
When he that hereafter the 
great business of insurance will resent 
attacks made upon it, he 
thought in the minds of all members 
of the convention. Too long have in- 
surance men resigned themselves t» 
their fate; watched with only mild dis- 
pleasure when the great institution 
which they represent has been ma- 
ligned and unfairly, occasionally bru- 
tally, treated. It is a business worth 
fighting for if ever there was one. And 
there is something thrilling and inspi- 


said 


echoed a 


rational in the spectacle of fighting 
hard to protect one’s own. In the case 
of insurance, the fight is not a selfish 
one, but will benefit the public as well 
The world hates a 
quitter; it despises the man who will 
not battle for his rights, and a display 
of backbone in the fire insurance busi- 
welcome. 


as the profession. 


ness is most 


INDIANA AGREEMENT REACHED 


Rule Laid Down Under Which Com- 
pany May Follow Cut 
Rate 


The companies and the Indiana de- 
partment have come to. an agreement 
in regard to disputed points on the 
rating situation and rules in that state. 
The most important issue 
was the question of what constituted 
the legal rates. The state contended 
that where a risk had been written at 
a cut rate before the new rating law 
went into effect, or at least where a 
majority of the insurance was written 
at a cut rate, that should be the legal 
rate. The companies’ contention was 
that the legal rates were the manual 
rates resulting from the application of 
the schedule. 

Under the agreement reached it is 
provided that where 75 per cent. of 
the insurance is written at a cut rate, 
the agent can notify his company and 
it can follow its own judgment as to 


point at 


whether it will take the line at the 
rate named. That rate is to be re- 
garded as the going rate, but the 


rating bureau can in due time re-rate 
the risk if there has been an increase 
in hazard. 

The Indiana department contended 
that no re-rating could be allowed on 
a risk unless there has been an _ in- 
crease in hazard since May 15, when 
the new law became effective, but it is 
now agreed that a re-rating can be 
made if any change has been made 
since the risk was last rated. 


HOW MUTUALS COMPETE 


Some of the casualty mutuals have 
heen particularly active in developing 
hospital service and have been able to 
create some smart competition for the 
stock companies in this way. The 
Manufacturers’ Liability, Jersey City, 
quotes from the letter of a contracting 
stevedore firm as follows: “The hospital 
service feature of vour system has been 
particularly pleasing to us and has, in 
our opinion, contributed in no small de- 
gree to the fine results obtained, and 
the profit sharing feature has been grati- 
fying in that it returned to us a sub- 
stantial! amount; but probably the best 
evidence of the results of your handling 
our business lies in the fact that when 
placed before the Rating Board you 
were able to obtain for us a special ex 
perience rating materially lower than 
the manual rate.” 


GENERAL ACCIDENT MEETING 


The General Accident will celebrate 
the twentieth anniversary of the es- 
tablishing of the United States branch 
October 23-25 at Philadelphia and 
Atlantic City. United States Manager 
Frederick Richardson has sent invita- 
tions to the principal representatives 
of the company. A reception at the 
Bellevue-Stratford, Philadelphia, will 
be given Thursday morning by Gen- 
eral Manager F. Norrie-Miller and 
after luncheon, there will be an auto- 
mobile ride to Valley Forge. Dinner 
will be served at the Fort Side Inn. 
The following day the guests will have 
luncheon at the Bellevue-Stratford, 
and then leave for Atlantic City, where 
they will have dinner at the Marl- 
borough-Blenheim. 


| THE HUMAN SIDE OF INSURANCE 





ROBERT TOE LAER 


‘Robert R. toe Laer, president of 
Robt. R. toe Laer, Inc., re-insurance 
brokers, returned on Tuesday from 
England, completing his fifth trans- 
atlantic voyage in 1919. On this and 
his previous trips Mr. toe Laer has 
effected re-insurance’ treaties since 
January 1 between forty-seven insur 


ance companies of six different nation 
alities through the offices of his com- 
pany in New York, Amsterdam, Copen- 
hagen and Buenos Aires. He has trav 
eled 43,000 miles this year. The toe 
Laer building in Amsterdam is a large 
one; a beehive of industry, with many 
clerks. 


* * ae 


“Smiling Billy” Parsons, the “movie” 
comedian, whose death was announced 
recently from Los Angeles, was for- 
merly a life insurance man, well known 
in Chicago and through the Middle 
West. At the time he left life insur 
ance for the films he was agency man 
for the American National of St. Louis, 
which he organized. Mr. Parsons wa 
at one time located at Indianapolis and 
assisted in organizing the Indianapolis 
Life. He served as superintendent of 
agents for The Prudential and also sold 
life insurance on the Pacific coast. In 
Chicago he was manager for the Stat 
Life and later for the Franklin Life 


a * * 


Stanley S. Knowles, who resigned 
from the staff of “The Standard,” Bos- 
ton, to go with the A. EF. F., is back on 
the job again. 

+ * * 


Robert J. Hillas, president of the Fi- 
delity & Casualty, will celebrate his six- 
tieth birthday tomorrow. Mr. Hillas 
began his career in a law office and 
went with the Fidelity & Casualty as 
an office boy. In 1880 he was appointed 
assistant secretary of the company, and 
in 1910 was made president. 

* * & 


W. H. Hecox, of Binghamton, N. Y., 
former president of the New York 
Association of Insurance Agents, who 
recently broke his ankle, attendcd the 
Louisville Convention last week. He 
can walk with the aid of a cane. 

x a * 

Sergeant Austin Crehore, of the Mer- 
chants Fire, who was injured in the 
New York to Toronto air race, has re- 
covered sufficiently to pay a short visit 
to New York. He returned to the hos- 
pital in Albany where he is undergoing 
treatment. Sergeant Crehore is_ re- 
ported to be improving and it is hoped 
that he will scon be able to return to 
New York. 


Mrs. Carroll Vinson, of Houston, Te 
sat in the front row of the convention 
ol the National Association of Insurance 
Louisville last week and did 
word of the proceedings. 


\wents in 


not miss a 


Furthermore, she was a participant in 
the program, as she entered the anta 
mobile ales demonstration contesi, 


Marly in the convention she had been 
mentioned on the floor as the first agent 
in Houston to sign “the gentlemen's 
ugreement”’ of fire insurance agents in 
that city 

Mrs. Vinson’'s 
surance busines 
to Colonel E. M. 


entrance into the in- 
s can be traced directls 
House, the confidential 
adviser of President Wilson. One veat 
after her marriage her husband had 
trouble with his eyes which resulted in 
blindness. Mr. and Mrs. Vinson tray 
eled far consulting eye specialists, an: 
one day called upon Colonel House, an 
old Texas friend, to whom they de 
clared that they had to start in all over 
again and wanted his advice. He coun 


seled. them to go into the insurance 
business. A small office was opened iy 
Houston, with one company, Mr. Vinson 
doing the soliciting and Mrs. Vinson 


caring for the office. The Vinsons were 


popular in Houston; everyone admired 
their pluck and their little business 
grew. Three years ago Mr. Vinson died 


and since then Mrs. 
several other women 
Houston fire insurance 
petticoat brigade,” are 


Vinson, assisted by 
called by the 
fraternity “the 
running one oi 


the livest offices in the town. The pio- 
neer company in the agency—-the Fire- 
men’s of New Jersey—is the favorite 


There are six fire companies now and 
four casualtv companies 

Mrs. Vinson is active in Houston so 
cial life, and a member of the grand 
opera committee. ‘The Chicago Opera 
Company, singing “Aida,” is coming to 
Houston soon, and in order to adver- 
tise the event Mrs. Vinson flew over 
the city in an aeroplane, dropping post 
ers from her airship. 


* % cd 


N. E. Tougas, of Albert H. Curtis & 
Co., general agents of New England 
Mutual, Boston, has resigned to go into 
the oil development busines: He is 
popular with insurance men 

* * 1" 


President Asa S. Wing, of the Provi 
dent Life & Trust Company, has been 
re-elected president of Haverford Col 
lege. 

* o* a 

Neil S. Shannon, formerly promi 

nent Chicago surety man, who was s2 


verely wounded in France, has been re- 
leased from the hospital in which he has 
been confined since his return. He lost 
one leg and the other is in a cast. He 


won the Croix de Guerre and was cited. 


Where contractors having work in the 
construction of the new highway 
in New Jersey lag behind com 
pletion of their contracts, the state high- 


stat 
in the 


way commission has decided to take 
over the work from such firm This 
decision was reached as the result ol 
the slow progress on the Atce-Ancora, 
Camden County, section of Route 3, of 
the new highway system O more 
inspection was ordered to be made by 


highway engineer William C. Thompson, 
and should he find the prog: to be 
as halting as it has been, then the com- 


mission will order the continuation of 
the contract stopped Another newly 
announced policy is the decision to re 
quire every contractor submitting an 
estimate for state highway work to ac 
company his bid with a certiiied check 
for ten per cent of his estimete. as well 
as a bond frem some reliable surety 


ion and 


In cases 


company as proof of his int: 
ability to complete the work 
where the work is to be done | 1 coun- 
ty, the contractor may have the alter 
1ative of .posting as low as $1,000 oF 
putting up personal security. 
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FIRE INSURANCE DEPARTMENT 








J. J. Hoey Managing 
Foley’s Campaign 


SENATOR RUNS FOR SURROGATE 


—_—_— 





Hiad a Let to Do With Passage of 
Laws Which Benefit Insurance 
Business 
James J. Hoey, second vice-president 
of the Continental, is managing the 
Foley 


Senator Foley has a 


campaign of Senator James A. 
for Surrogate. 
large number of friends among insur- 
ance men and has been their friend. In 
discussing this angle of his career Mr. 
Hoey said: 

“Mr. Foley’s legislative career consists 
of six years in the Assembly and seven 
vears in the State Senate, where he was 
a most skilful parliamentarian, and 
erved as ® member of and as chairman 
of the most important committees. Dur- 
ing the 1919 session he was Democratic 
leader of the Senate. He has sponsored 
many imporiant laws of benefit to New 
York City, and had much to do with 
insurance matters. He was a member 
of the Merritt Legislative Committee 
which was responsible for many impor 
tant amendments to the insurance law, 
among them the anti-rebate and anti- 
discrimination laws legalizing the New 
York Fire Insurance Exchange and 
other rate-making associations, licensing 
by the State Insurance Department of 
brokers and adjusters. 

“When the first New York State 
Workmen’s Compensation Law was be- 
fore the legislature Senator Foley led 
the fight against a monopolistic State 
Fund. He drafted and introduced what 
was known as the Foley-Walker bill, 
which was subsequently enacted into 
law providing for four methods of in- 
suring, viz.: stock companies, mutual 
companies, state fund and_ self-insur- 
ers.” 

Among the Senator’s other activities 
he was chairman of the legislative com- 
mittee appointed to investigate tele- 
phone rates which resulted in a saving 
to the people of this city of more than 
$5,000,000; and was a member of the 
Constitutional Convention. 





GOES WITH SVEA 


Alfred O 'Thomass, of the North 
British & Mercantile, will be connected 
with the Svea from the first of Novem- 
ber. Mr. Thomass started in the North 
British & Mercantile as a placer in the 
re-insurance department and was later 
transferred to the brokerage depart- 
ment as a collector. 


S. A. BENNETT DUE 
General Fire Manager of Eagle, Star & 
British Dominions; Business 
Extension Trip 

S. A. Bennett, general fire manager 
of the Eagle, Star & British Dominions, 
is due in New York today. He comes 
to this country with plans for the ex- 
tension of the American business, and 
will make his headquarters with the 
United States managers, Fred S. Jame 
& Co. 

The Star, Eagle & British Dominions 
is growing rapidly, surprisingty, in fact 
It is a combination of several com 
panies, unusually well managed and 
progressive. The Home Office has just 
issued 100,000 new shares of capital 


» 


stock, with a par value of £3 


AUTO TITLE COMPANY FAILS 


Organization Advertised to Eliminate 
Auto Stealing Now in Hands 
of Receiver 





The Automobile Tithe & Abstract 
Company, of Detroit, which was or 
ganized in April, 1918, for the purpos 
of revolutionizing the automobile insur 
unce business by rendering the sten 
ing of motor cars practically impo 
sible, has gone into the hands of a re 
ceiver. In his annual report for 191 
Cecil L. Snyder, of Highland Park, 
Mich., organizer of the company, and a 
former taxicab driver, stated that the 
assets amounted to $10,000,000; good 
will, patents, etc., $1,000,000; credits, 
$98,500, and the office furniture. Of an 
authorized capital of $1,000,000, about 
one-tenth had been subscribed to, and 
altogether $1,250 was actually paid in 
cash. The remaining $98,750 was re} 
resented by a cqpyright on a form of 
title and abstract for automobiles. 
Snyder sold stock of the company to) 
outsiders; and now awaits examination 
for alleged violation of the “blue-sky, 
law.” 


NEW HOME APPOINTMENTS 


F. J. McFadden, head of the improved 
risks department of the Home Insur 
ance Company, has returned from a four 
weeks trip through the country, during 
which time he appointed two new in- 
spectors. R. B. Mathews was appointed 
an inspector for the improved.risks d 
partment in San Francisco. He was for- 
merly an engineer with the Pacific 
Board of Fire Underwriters. The staff 
of the Chicago branch was increased 
hy the addition of C. Arnold Grasse, a 
graduate of Armour College, and re 
cently a special for the State of Iowa 
for the New York Underwriters’ Ag- 
cncy, of this city. 
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MARINE AND FIRE 
INSURANCE COMPANY, Limited 








UNITED STATES FIRE BRANCH 
J. A. KELSEY, General Agent 


80 MAIDEN LANE, 








NEW YORK _ | 








; tHE AUTOMOBILE— 
INSURANCE COMPANY 
OF HARTFORD, CONN. 
: ual anions oe 


$2,000,000.00 


ASSETS 


$9,216,200.73 


LIABILITIES, EXCEPT CAPITAL 


$5.38 2,334.00 


SURPLUS TO POLIC YHOLDERS 


$3,833,866.73 


LINES WRITTEN 


FIRE MARINE WAR RISK 

TORNADO WIND STORM MAIL PACKAGE 
RENTS LIGHTNING TOURIST BAGGAGE 
PROFITS EXPLOSION SPRINKLER LEAKAGE 
HULLS COMMISSIONS USE AND OCCUPANCY 
CARGOES AUTOMOBILES INLAND MARINE 


FLOATERS LEASEHOLD INLAND TRANSPORTATION 


REGISTERED MAIL 


Affiliated with 
ASTNA LIFE INSURANCE CO. 
ASTNA CASUALTY & SURETY CO. 























1841 


Hsurance (0. 


OF NEW HAVEN. CONNECTICUT. 
RIOT and CIVIL COMMOTION—EXPLOSION 
SPRINKLER LEAKAGE 


AUTOMOBILE 
FIRE--THEFT--COLLISION--PROPERTY DAMAGE 








LEWIS & GENDAR, INC. 


NEW YORK CITY AGENTS 


Commonwealth Insurance Co. of New York 
New Jersey Insurance Co. of Newark 
ONE LIBERTY STREET, NEW YORK CITY 
Telephones: John 63-64-65 


BROOKLYN AND SUBURBAN AGENCY 


Northern Assce. Co., Ltd., of Eng. Firemen’s Ins. Co. of New Jersey 
Commonwealth Ins. Co. of N. Y. Globe & Rutgers Insurance Co. 
United British Ins. Co., L*d. of London 
New Jersey Ins. Co. of New Jersey 
Detroit F. & M. Ins. Co. of Mich. 
Employers’ Lia. Assce. Corp. of London 


Special Facilities for Handling Out of Town Business 


145 Montague Street, Brooklyn—New York 
Telephones: Main 6370-6371-6372 
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NEW YORK FEDERATION 
Fifth Annual Meeting to Be Held in 
Albany, October 28; List 
of Speakers 
The annual meeting of the Insurance 
Federation of New York—the fifth— 
will be held in Albany on October 28. 
Following the addresses of the presi- 
dent, Edgar M. Griffiths, Albany; ex- 
ecutive committee, A. C. Hegeman, 
New York; treasurer, A. J. Hollister, 
Rochester; and secretary, Stanley L. 
Otis, New York, speakers of state wide 

repute will address the convention. 

Among the insurance men who will 
talk are: Henry H. Kohn, Albany; 
John M. Riehle, New York; and George 
A. Scott, president of the New York 
Iraternal Congress. 





NEW WAY OF SOLICITING BUSINESS 


The Brooklyn Finishing Company, 
dyers and finishers of cotton goods, 
Bush Terminal, Brooklyn, N. Y., is send- 


signed by George DBD. 


ing out a letter, 
Williamson, president, reading as fol- 
lows: 

We believe we are getting better 


coverage and service on our compen- 
sation and liability insurance than 
is possible by any other method. 

We are in a stock company or- 
ganized and operated by manufac- 
turers—no assessments possible. 

It does not deal through agents. 

It runs its own hospitals. 

It gives unlimited medical treat- 
ment, 

It gives a profit-sharing policy 
whereby we get a dividend of one- 
half the net profits, one concern re- 
ceived twelve (12) thousand dollars 
dividend. 

These profits will be greater, if 
you join, both for you and us. We 
will send you full particulars upon 
request. 


INSURANCE SOCIETY TO MEET 

The Insurance Society of New York 
will give a dinner and hold a meeting 
at the Hotel Astor, October 28, at 
which W. H. Stevens, president of the 
Agricultural, will make an address on 
“Why Read.” The eleventh annual 
conference of the Insurance Institute of 
America, will be held in New York 
commencing October 28, and the dele- 
gates thereto will be the guests of the 
Insurance Society at the dinner on 
that date. 


E. S. BRAUNFELDT SENTENCED 

Edward S. Braunfeldt, of North 
Wales, Pa., who was convicted in 1917 
of burning his property after increas- 
ing the insurance to $9,500, and has 
kept. out of jail by applying for a new 
trial and obtaining a supersedeas from 
the Superior Court, is at length com- 
pelled to serve his sentence. 


R. J. LAIER TO MARRY 


The many friends of Robert J. Laier 
are congratulating him on his ap- 
proaching marriage. Mr. Laier, who 
is head examiner for the New England 
territory of Fred. S. James & Co., is 
to marry Miss Florence Horr, of Glen- 
dale, L. I. 


CRITICISM FROM RED WING 


The Property Owners’ Federation of 
Red Wing, Minn., has issued a state- 
ment about fire prevention, which has 
been mailed to insurance commission- 


ers, and which contains reflections 
against fire insurance companies and 
agents. 





WINDS UP MUTUAL 
The Pennsylvania Insurance Depart- 
ment is winding up the affairs of the 
Power City Mutual Fire Insurance Com- 
pany of Hazelton, Pa., the management 
naving given notice to the authorities 
and the policyholders that the funds 


are entirely exhausted. 


BREWSTERS IN NEW FIRM 








Brewster, Badeau & Company, Inc., 
Open Offices at 29 Liberty 
Street, New York 

Brewster, Badeau & Company, Inc., 
with offices at 29 Liberty Street, New 


York, are conducting a general broker- 
age business, specializing in riot and 
civil commotion and aeroplane lines. 
The officers of the corporation are: J. 


N. S. Brewster, president; J. N. S. 
Brewster, Jr., vice-president; Carroll 
Badeau, secretary and treasurer; Wil- 


liam R. Sattler, second vice-president. 


STEPHEN BANTA VISITS SOUTH 
Stephen Banta, of the New York 
Underwriters’ Agency, is on a trip 
through the South. 


FORTY-EIGHT IN OIL ASSOCIATION 


With the Royal and the Franklin ad- 
mitted as members, the Oil Insurance 
Association now numbers forty-eight 
companies. 


BROKERS LICENSED 
Certificates have been granted to the 
following New York brokers: Roger 
Wake Clark, Mortimer Cohen, Kaymore 
Company. Joseph F. Pill and Bernard 
A. Schaeffel. 


GOODSELL MADE SPECIAL 
G. R. Goodsell has been appointed 
special agent for western Pennsylva- 
nia, for the Pittsburgh Underwriters. 
Mr. Goodsell will succeed W. E. Voi- 
brecht. 


FRANK YELTON LOCAL AGENT 


Frank Yelton, of the Svea, has re- 
signed to become a local agent in De- 
troit, Michigan. Mr. Yelton was special 
agent for the company in that state. 


HELLRIEGEL WITH CENTRAL 

Harry L. 
Bernhard Agency, 
ral Fire Office. 

Chris. Bambach, of R. C. Rathbone 
& Co., is on a short visit to his farm 
in upper New York State. 


He'lriegel, formerly of the 
has joined the Cen- 





| 


BIG WRITERS 
READ 


THE EASTERN UNDERWRITER 
Each Week for New Ideas 


DO YOU? 
a Year | 











Subscription $3 

















100 William Street 





SCHAEFER & SHEVLIN 


GENERAL AGENTS 
FIRE and AUTOMOBILE INSURANCE 
Excellent Facilities for Handling Suburban Business 


New York, N. Y. 


Phones John 1167, 1168 
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H. A. Smith, President 
G. H. Tryon, Vice-President 


National Fire Insurance Company 


OF HARTFORD, CONN. 
Statement January 1, 1919, to New York Insurance Department 
LIABILITIES 

IE TI, NE IN oii nsd cad pasinsyoescesaddicnwnsadeccusex $2,000,000.00 
Funds reserved to meet all Liabilities, Re-insurance Re- 

COE (ND cincnccusnenhenedaecseadereatenecseneteecs 12,099,026.56 
Unsettled Losses and other Claims..............ccccccccocccecce 2,639,627.17 
Net Surplus over Capital and Liabilities ................ce000 4,518,138.12 
Total Assets January 1, 1919..... cwweel .. +--+ $21,256,791.85 


F. D. Layton, Vice-President 
S. T. Maxwell, Secretary 


SURPLUS TO POLICYHOLDERS............$5,980,020.79 


C. B. Roulet, Ass’t Secretary 
F. B. Seymour, Treasurer 

















Just say: 


“Insurance 
Man”— 


the open sesame 
to every courtesy 
within our power. 











Room with de- 
tached bath $1.50 
and $2.00 


Private bath $2.50 
and $3.00 


BREVOORT Hotel 
Insurance Headquarters 
MADISON ST.—East of LaSalle 


CHICAGO 
LAURENCE R. ADAMS, Sec'y & Mer. 











THE HANOVER 


FIRE INSURANCE COMPANY 


Incorporated 1852 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


R. EMORY WARFIELD, President 
FRED. A. HUBBARD, Vice-President 
E. S. JARVIS, Secretary 
WILLIAM MORRISON, Asst. Sec’y 


HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 


HOWIE & CAIN, Inc., Gen. Agents 
Metropolitan District 


95 WILLIAM STREET, NEW YORK 








40 CLINTON STREET | 
NEWARK | 





Phone Market 6536 


JAMES H. EPWORTH 
NEW JERSEY FIRE INSURANCE SPECIALIST 
NEWARK AND SUBURBAN NEW JERSEY TERRITORY 


FIRST 
| SERVICE 


80 MAIDEN LANE 
NEW YORK 
Phone John 4560 

















ADEQUATE | 
FACILITIES 





325 WALNUT STREET 


PHILADELPHIA 


CLARENCE A. KROUSE & Co. | 


LOCAL AND GENERAL ‘AGENTS 


PHILADELPHIA, PA. 





SATISFACTION 
2EAVECE 








ALL LINES = 


PENNSYLVANIA NEW JERSEY 


ALL LINES 








307 FOURTH AVENUE 


LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 


PITTSBURGH, PA. 











EQUITABLE UNDERWRITERS of New York 
— FIRE and WAR RISKS — 


Lines Bound Throughout United States, Canada, Cuba and Mexico 


Home Office: 68 William Street 
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Sidelights On 
Louisville Meeting 


NOT MUCH FIRE DISCUSSION 


Entertainment the Big Feature; Corn- 
wall & Stevens Not Discussed 
on Floor 


The outstanding feature of the 
twenty-fourth annual convention of the 
National Association of Insurance 
Agents held in Louisville last week 
was the entertainment. ‘There were 
four nights of it, and such a good time 
was had by the delegates and their 
wives that it wouldn’t have taken a 
very clever speech to induce every one 
to hold the quarter of a century con- 
vention of the National Association at 
Louisville again next year. There 
was music, dance, song, theatrical en- 
tertainment. 

With the entertainment at such a 
high level the convention proper had to 
hit up a pretty warm pace to equal it, 
and this was a little bit difficult be- 
cause of the large number of set ad- 
dresses on the program. All in all, it 
was a first rate convention, with more 
stress on the casualty than the fire 
end, and with not much time devoted 
to discussions of an. educational nature. 


The big event of the convention itself 
was the going on record in favor of 
agency ownership of expirations, and 
the lining up of the casualty compa- 
nies, whose correspondence on_ that 
subject was read. Many of the letters 
were printed in the special convention 
number of The Eastern Underwriter, 
and they indicated that the majority 
of the leading companies are not wil- 
ling to endorse the proposition that 
the expirations belong to the agent. 
Although the National Association of 
Insurance Agents cut the word “fire” 
out of its title several years ago, and 
many of its members—in fact most of 
them-—handle casualty as well as fire 
insurance, casualty companies were 
rather surprised when they got the 
National Association of Insurance 
Agents’ letter asking them to define 
their position relative to expiration 
ownerships, and some even resented it. 
What the National Association of 
Casualty & Surety Agents thinks of 
the National Association of Insurance 
Agents’ action was not indicated on 
the floor, although two of the most 
prominent members of the latter or- 
ganization—Charles H. Burras and 
John A. Morrison, of Chicago—were 
both in the hotel at the time of the 
convention. 

* ¢ @ 

Of talks by agents the one made 
by N. S. Riviere, of Pittsburgh, in 
which he told how he made Carter’s 
Ink and Yale & Towne officers apol- 
ogize for mutual insurance endorse- 
ment in “Saturday Evening Post” ad- 
vertisements, made the deepest stir. 
In fact, Mr. Riviere was given an 
ovation. His correspondence’ with 
these corporations was a masterpiece, 
the tone being good, although there 
was the underlying threat of action on 
the part of the insurance interests. 
Copies of the correspondence between 
Mr. Riviere and these corporations will 
be sent all over the country. They are 
In particular demand for reading at 
local and state associations. 

* * * 


The appearance of representatives of 
the National Board of Fire Underwrit- 
ers will undoubtedly be an annual 


event. The agents were pleased that 
the underwriters came and _ joined 
them; while the underwriters gave 
every evidence of having appreciated 
and thought much of their invitation 
and enjoyed their stay. 

* . . 

The three commissioners who were 
there were Colonel Button, Virginia; 
Donaldson, Pennsylvania; and Thomas, 
Kentucky, the first agents’ convention. 
which has been honored by representa- 
tives from the _ state departments. 
Colonel Button is still in an aggressive 
mood about the fire insurance compa- 
nies, which were so severely criticised 
by him in the matter of the surcharge, 
and had no kind words to say about 
them. On the contrary. 

* az * 

A great many people went to Louis- 
ville stirred up by the stories about 
the Cornwall & Stevens so-called cor- 
ner on cotton seed oil business. This 
sensation blew up, so far as the conven- 
tion was concerned, and did not fig- 
ure in the discussion, although it was 
mentioned :-n set talks. So far as be- 
ing a convention football for delegates 
to kick about the hall, it was not even 
on the sidelines. What happened after 
all the furore? Is it possible that the 
publication of a fake list of companies 
on the binder prevented it from com- 
ing up; or was the brokerage arrange- 
ment for this “pool” so similar to 
other “pools” that it was inadvisable 
to tackle this specific proposition and 
make it the goat? 

The resolutions’ committee reported 
this resolution, which was adopted 
without discussion: 

“Resolvei, that the executive com- 
mittee of this association be instructed 
to examine into the increasing number 
of aggressions against agents by bro- 


by certain companies, and to report the 
facts with recommendations at the next 
midwinter conference.” 

It is presumed that the oil pool mat- 
ter, and similar propositions, will come 
up before the midwinter conference. 

* * * 


Fred J. Cox, the new president of 
the National Association, ordinarily 
the most happy and tactful of speakers, 
slipped a cog at the banquet on Friday 
night when he took the position that a 
newspaper having hysteria over gov- 
ernment ownership at a time when— 
in the opinion of The Eastern Under- 
writer—there was no prevailing senti- 
ment for government ownership in 
Washington, acted as it did in defiance 
of advertisers, the converse being that 
those newspapers which were against 
the vovernment insurance ownershin 
red-eye propaganda were afraid of ad- 
vertisers. 


The difference of opinion among the 
newspapers had nothing to do with the 
question of advertising. It was an 
honest difference of opinion. And the 
direct profiter was the paper which did 
advise insurance men to go to Wash- 
ington or hombard Senators and Con- 
gressmen with their pleas “to protect 
insurance,” when at the time insurance 
was not in the least danger. The paper 
in question profited by a temporary in- 
crease in circulation. It was the intro- 
duction of yellow journalism into the 
insurance business. Government insur- 
ance is farther removed from an ac- 
complished fact than it has been in 
years, and credit for this is due to re- 
sentment over government ownership 
of railroads. inefficiency in the postal 
service, introduction of the Plumb 
bill, censorship and other administra- 
tion activities. Newsnaners and agencv 





















































kers, particularly as to the concentra- associations had little to do with 
tion of large lines to be written directly this sentiment. 
x SPB! t sictel BP BE rer 60 
THE HOME OF SERVICE 
In this day of big business, figures insuring public can depend upon 
alone mean nothing. the company under all circum. 
; , stances and conditions. 
All of the leading companies have 
assets, surplus and reserves run- These the Fireman's Fund has 
ning up into eight figures. demonstrated beyond question. 
Today the important things—the The Fireman’s Fund has further 
things that count—are stability adopted the title for its head office 
: and service; stability in business building The Home of Service, and 
: methods generally; stability of by doing thishas assumed the ’ 
policy in the conduct of under- responsibility of demonstrating 
writing; and stability in the sense to the insurance world where ; 
4 that the agent,the broker andthe The Home of Service is. - 
q 
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NEW SPECIAL IN JERSEY 
Paul L. Thompson Appointed by 
Phoenix of London; Lieutenant 
in Motor Transport 


The Phoenix of London has appointed 
Paul L. Thompson a special agent for 
New Jersey to assist State Agent Banta. 
Mr. Thompson was for four years with 


the rating office in Newark, N. J., and 
then went to France-with the United 
States Army. He was over there for 


fourteen months as a second lieutenant 
in the Motor Transport Corps. 

Prior to going with the Phoenix Mr. 
Thompson was connected with Frank P. 
Montgomery, a broker and insurance 
engineer in Newark. 


MUST CHANGE NAME 

The City Insurance Club is having 
some trouble in consummating its in- 
tended incorporation. The law of this 
state provides that any corporation 
using in its name the words insurance, 
investment, bonding, or other similar 
names, must be in a position to carry 
on such business as its name implies. 
While the greater part of the members 
of the City Insurance Club are in the 


insurance business individually, they 
conduct no such business as a club. 
It has been suggested that the club 


be named the Fire and Casualty Club 
of New York. 


ARTHUR SAXON CELEBRATES 

The twenty-fifth anniversary of the 
service of Arthur Saxon as superintend- 
ent in the West Philadelphia district of 
the Metropolitan, was celebrated by a 
dinner at the Bellevue-Stratford. Pres- 
ident Haley Fiske presided and among 
the guests were a number of eminent 
Philadelphians. The principal address 
was delivered by Congressman J. Hamp- 
ton Moore, who chose as his subject— 
“What We Owe to the Insurance Com- 
panies as Stabilizers.” 


ANDREWS WITH NATIONAL 
LIBERTY 
Elbert Andrews has resigned from 
the Phoenix of London to go with the 
National Liberty as assistant examiner 


for the states of Pennsylvania and 
Delaware. He went with the Phoenix 
three years ago, and has worked his 
way up from the files. When the 
United States entered the war Mr. An- 
drews joined the air service and was 


released when the armistice was signed. 
His resignation will take place on the 
first of November. 


N. B. & M. SPECIALS TO MEET 

The special agents for the Middle and 
New England departments of the North 
British and Mercantile held a _ three 
days’ meeting, starting Tuesday Man- 
ager Shallcross was in charge, and the 
meetings were devoted to discussions 
of subjects pertaining to the underwrit- 
ing rules of the company, and the var- 
ied situations the special agents have to 
contend with. 


NEW ELECTRIC REGULATIONS 

Strict orders regarding the proper 
installation of new electrical equipment 
in all buildings in Ohio have been is- 
sued by State Fire Marshal Fleming. 
These orders, effective on and after 
October 15, apply to connections for 
light or power purposes and to the 
utilization of open knife switches and 
automatic cut-outs. 


J. A. KING GENERAL AGENT 

For the convenience of uptown brok- 
ers, the Union Central has opened a 
branch office at 217 West 125th Street, 
New York, and has appointed Jacob A. 
King as general agent in charge. Mr. 
King has had many years’ experience 
in the insurance business. 
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Rranch Office 
Idea Explained 


LETTERS BY EARLE C. SMITH 
But One Agent Appointed in Each 
Town: Caring for Direct 
Lines 

In further explanation of the plan 
hy which Earle C. Smith, Inc., of New 
York, proposes to act as the New York 
City branch office for local insurance 
agents throughout the country, there 


presented here the circular letter is 
Mr. Smith to local 
liciting subscriptions to his 


sued by avents so 
ervice and 
explaining the plan, as follows: 

“In your local agency territory there 


accounts on which, due to the fact 


are 
that they are controlled by brokers in 
New York or elsewhere, you are unable 
to secure a direct line for your com- 
panies. It sometimes happens that 
the home office of one of your compa 
nies is favored by the broker with a 
line and in such cases you are asked 


by the company to write a policy there- 


on, but it is fair for us 
all your companies are not interested 
risks in 


to assume that 


on all of the most desirable 
your territory. 

“The writer, through a long and 
close intimacy with local agency con- 


ditions throughout the country, and at 
the same time with the brokers of New 
York City and other insurance centers, 
has gained a knowledge of both their 
requirements, and we have worked out 
a means of assisting both. 

“If you are interested, as you natu- 
rally should be, in having us place you 
ina position whereby you will receive 
applications for your full writing ca- 
pacity on such risks in your territory 
as you may desire, kindly advise and 
we will explain the matter in detail 
to you. 

“There is another interesting feature 
in the local agency situation, and that 
is the question of your being able to 


take care of your direct lines which 
you are unable to write in your own 
companies, because of the line being 
too large to be able to get fully cov- 


ered, or because of company restric- 
tions as to class or territory. 

“We are able to remedy both of the 
above difficulties; first, of securing 
business for your companies and 
ond, of placing your surplus business. 

“Furthermore, an agent may increase 
his business considerably if a subscriber 
to our service, as, it being our policy 
to appoint but one agent in each city, 
we grant the appointed agent privileges 
to arrange with any or all of the other 
local agencies in his territory to se- 
cure lines for their companies as well 
as his own, i. e., if your capacity on 
a certain risk is $50,000 and there are 
two other agencies in your city who 
each have a capacity of $50,000, we 
will endeavor to secure a line of $150,- 
000 for your office, and on the other 
hand, you may advise the several other 


sec- 


local agencies that you have special 
facilities in New York City through 
which you can handle their surplus 


business and you can forward it to us 
and we will treat it exactly as though 
By SO 


you controlled it yourselves. 

doing you can arrange an equitable 
division of commissions with these 
agencies and profit accordinglv. This 
is what local agencies do which have 


established a branch office here. 

“In any event, kindly advise us of 
your pleasure in this matter, as in the 
case of your not being interested be- 
cause of some reason of your own, we 
should wish to take this up with some 
other agency in your city, as there can 





be but one agency in each city to whom 
these services can be rendered through 
our office.” 

Second Letter 

Another letter, following 
after the first, reads: 

“There are upward of $75,000,000 a 
year in fire insurance premiums on 
properties located throughout the 
United States and Canada, controlled 
by brokers in New York City (princi- 
pally), and other important insurance 


shortly 


centers. The assureds are largely 
‘Trust Assureds’; large _ interests, 
which are controlled by stock owner- 
ship and capitalists in the financial 


centers of the country, and, of neces- 
sity, their executive offices are in those 
Their insurance brokers are 
offices especially equipped to place 
their business anywhere it may be lo- 
cated and the assured has but one 
office to deal with in insurance affairs, 
thereby greatly facilitating matters 


cities. 


which otherwise would cause them 
vreat inconvenience. 
“The brokers place business whert 


they can most conveniently do so, and 
very little is sent to the local arent 
because they do not know, unless they 
first write to the local agent, what his 
writing capacity is on the particular 
risk and even if they were to do this, 
it would mean endless correspondence, 
yearly, with hundreds of local agents 
regarding endorsements, corrections, 
renewals, losses, ete. 

“A New York broker will give his 
business to a local agent if that agent 
has a representative in New York, and 
knowing this many agents now have 
branch offices here, which means that 


they get their share of this business, 
but at rather heavy cost. Their rep- 
resentative takes care of the corres- 
pondence and details with the agent, 


and the broker has no bother and con- 
siders it a facility he soon is glad to 
have. 

“Now, about ‘surplus business.’ Many 
agents who control accounts are obliged 
to send part of them to this market 
to be placed, sometimes because of 
lack of facilities; because the risk is 
located outside of his local territory; 
because of the risk being a prohibited 
class or because of rate. Those agents 
who have branches here, have their 
representatives place their business for 
them with companies, which they find 
‘open’ for the line, and again those 
others who have no branch office, send 
the surplus business to brokers, who 
place same, and charge one-half of the 
commission, 

“We are familiar with both situa- 
tions, we can secure from the brokers 
here and elsewhere, wherever the risks 
are controlled, lines for the local agent 
in whose territory the risk is situated 
and can furthermore place any and all 
surplus business controlled by the 
agent. Furthermore the agent can 
have another agent’s surplus business 
placed through our organization, and 


in a like manner can also. secure, 
through us, lines for another local 
agency office, arranging with that 


agent some equitable division of com- 
mission (which would of course be of 
no interest to us), and by so doing he 
can create a new department in his 
office and increase his volume of busi- 
ness. 

“In other words, we are equipped to 
act as a branch office or representative 
of the local agent, under contract, and 
at a nominal expense to the agent. 

“We have arranged a table of rates 
to subscribers of this service which we 
will alter to suit any individual case, if 
properly presented to us.” 

Terms of Agreement 

The ‘agreement made between Earle 
C. Smith, Inc., and the local agent des- 
ignates Smith the “correspondent” 
and the agent as the “principal.” The 
correspondent agrees to solicit busi- 


ness for the principal according to his 


“The Leading 


FIRE INSURANCE Co. of America” 


WM. B. CLARK, President 


One Hundred Years of Service 
Losses Paid over $174,000,000 
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instructions; secure from the broker details, including collection of return 
necessary forms and riders; deliver premiums. 
policies and collect premiums; attend The principal agrees to instruct the 
to cancellations, corrections and chang- correspondent to solicit certain lines 


es; report losses and solicit renewals. 
The correspondent also agrees to place 
all surplus lines, on behalf of the prin- 
cipal, provided they are insurable, ex- 
cept farm and dwelling risks; to allow 
the principal the full brokerage com- 
mission allowed by the companies; to 
use only such companies as the corres- 
pondent, by personal knowledge, can 
fully recommend and attend to other 


and furnish information concerning 
them; to furnish policies, return en- 
dorsements, forward checks, assist in 
adjustments; to pay premiums 
check to the companies within a 1 
onable time; to keep the corresponde! 
advised regarding. material changes. 
The agreement is made for one 
but may be cancelled on thirty days’ 
notice, pro rata. 


yr 





























October 24, 1919 


THE EASTERN 


UNDERWRITER 1 


I 





The Demand For More Flexible Contracts 


New York, Oct. 22, 1919 
Hditor The Eastern Underwriter: 
Sympathy must be extended to local 
agents and insurance compunies who 
have for years been losing business to 


brokers and those insurance companic 


who make no pretense of entering th» 
Jarge majority of the states of the 
United States, in order that they may 
conduct their business over New York 


;, und this to the detrimen: 
thei righttut 


City counters 


agents, who lose 


of local 


portion of the commissions paid for this 


business, states which receive no part 


of the premiuins for taxation, and, com 


panies who. have upported both the 


foregoing, and the American Agency 


System of conducting the busin 


fire insurance, 


Sympathy however, no matter how 


incere, will not reclaim this busine 
nor will it prevent further loss. Positive 
and not negative action is imperativ 


those who should be interested 


unless 


continue to sit supinely by and “watch 
the dish run away with the spoon.’ 
The Smalltown Lecal Agents’ Asse- 
ciation may pass resolutions to their 
hearts’ content not to accept lines on 


any plant or property controlled by non 


resident brokers or agents except on 
direct order of the assured, and on the 
full commission nasis, but they will 
serve the interests of themselves, the 


company and the insuring public about 
as much as would the local merchant 
who attempts to prevent the resident of 
his town from coming to New York to 
huy his socks or neckties 


Regardless of all negative opposition. 


there will continue to be loss ol good 
business to those companies who are 
not hampered by an excess of rule 


regulations and narrow-minded admin- 


istration that have been handed down to 
the “regular” company by our fore 
fathers and which are righteously ob- 


erved (in public) regardless of changed 
er changing conditions. 

This practice to conduct our busin¢ 
by rule of thumb and closely observe 
the written word rather than the spirit 
is epitomized in the following ridiculous 
but actual case: 

\ policy covering household furniture 
n a dwelling has attached this clause 


Privilege to cease operations for a 


longer period than ten day to operat 
in whole or in part between the how 
of ten P. M. and five A. M.” 

There is a_ steadily increasing 4 
nand for monthly reporting policies ad 


justable on the average amount of lia 
hiliiy at the end of the policy term 
Proof of such a demand is the common 
knowledge that millions of dollars of 
premiums are written each year in this 
manner, 

This is only one instance where the 
representative insurance company doe 
not fill the largest possible requirements 
of the insuring public. 
said in his 
conve: 


Commissioner Fairchild 
address at the commissioners’ 
tion in Hartford: 

“Stupendous as has been 
ance work of the nast few 
readjustments must be made, new poli 
cies to meet new and heretofore un 
thought of conditions must be inaugu 
rated, and that promptly and fearless 


ly 
I 


the insur 


year 


Is not the insuring public properly 
demanding a more flexible contract 0} 


Insurance to cover constantly fluctuating 


Values, where, due to numerous loc 
tions of such values under one owner 
hip, the present system of increasin, 


and decreasing existing insurance, wit} 
the delays that attend this method of 
making the amount of insurance follow 


accurately the value of the stock, falls 


quate and 


far short of ade equitable set 
ice? 

Are reliable’ insurance 
Willing to disregard this public demand 
and allow the seed oil industry 
of the Southern large distril 
uters of unmanufactured articles aml 
raw materials, shippers, wholesalers 
and in fact, all a who have 
tocks at risk in dozens of location 
throughout the United State to seck 
the protection they need in companies 
that are said to have little, if any, 1 
gard for the best interests of the busi 
ne ) 


companies 


cotton 
states, the 


sureds 


When agents begin to demand a 
ineans of meeting thi ort of comneti 
tion, companies will exert a ‘ater in 
terest in providing a legitimate method, 
and it is only in recognition of public 
demands plus competition for public 
favor and busine that there is hone 
of stemming the tide that is flowing in 
increased volume toward the non- 


tered company and broker 


Let the brains of insurance be turned 
toward this channel and mony of the 
penny wise and pound-foolish troub! 
which exist will be readily overcom 
In other words, serve t public. or in 
urer adequately, and in » doins erve 
the best interest of the busines i 


insurance 


UNDERWRITER 
WHISKEY COVER ASKED 


Persons Having Liquor Wish It In 
sured in Spite of Probability That 
Suit is Likely 


one of the laree fire 
office to 


who ha re 


An -avent of 
companies writes to his 
cay that clients of 


home 


his 


liquor stocks, are anxious to insure 
them. fully understandine that in all 
probability thev wonld have to sne to 
recover in ease of lo One promi 


nent 
situation 
wav 


underwriter who ha followed the 
closelv. savs thot r) 
litievation would he to j 
wonld state 
He 


there is 


onl 
to a‘ oid i 
sne a valued 
the value of the 

vs further that he 
little sihilits 
nies ¢ oing’ to this 
husines . At present 
hone thet the 
ban, and as time goes on the hone he 
cames less. Tt ia renarted that a few 
companies are still accepting this busi 


which 
liauor ver callon. 
thin! 


noliev 


the comna 


extreme to wet the 


of any of 


nos 


there j emall 


rovernment wil! lift the 


ness and some even writine new lines 
A far as is known there has heen no 
ase that could be taken to indicat 

just what the attitude of the resnective 
narties would be in event of a lo and 


until such a case arrives it is thought 


that the companies will each write ac 
cording to their own  underwritine 
rules, without tal ine an’ coneerted 


action. 


GREAT AMERICAN 

The Grest American has 
bonus of 20 per cent. to all emplove 
earning ovr $1.000 per 
maximum that 


GIVES BONUS 


declared a 
‘ 
annum The 

anv emplovee can re- 

ceive is $400 and the bonus will be 
naid in three installments. One-third 
paid October 15, another will he 
paid November 15 and third De 
cember 15. 


was 


the 





THE CONTINENTAL INSURANCE COMPANY, held at 


Memorial 


Ata BOARD of DIRECTORS of 
the 
oflice of the Company in the City of New York on Thursday, 


the 


ind nineteen, the following preamble and resolution were 


resular meeting of the 


sixteenth day of October, One Thousand nine hundred 


unanimously adopted: 


—WHEREAS— 

Mr. JAMES NOYES WALLACE, for ten ve 
director of this Company and for four years Chair 
man of the Finance Committee, died suddenly at his 
home in Palisades, New York, on Saturday morning. 
October 11, 1919 ; 


urs I 


Endowed, as a man, with traits wholly admirabk 
and lovable for those who knew him, and possessed, 
as a business associate, of a righteous integrity that 
made his presence on this Board an asset of enduring 
value and of a prescience that lent weight to his ad 
vice, In bis going we suller an irreparable loss* 


His passing, coming so suddenly and with so deep a 
shock in. the prime of his years, leaves few words 
wherewith to express fittingly our sorrow. Let it be 
said that in Mr. WALLACE we have lost a friend and 
counselor, and his country a staunch patriot and 
nian. 


- al 


RESOLVED, That this minute be entered upon the records 
of the Company and that a copy thereof be sent to the mem 
bers of Mr. Wallace’s family. with the heartfelt sympathy ol 


its Board of Directors in the great loss they have sustained. 

















Assurance Company, Ltd, of London 
(Est hed 1782) 
FIRE 
AUTOMOBILE—USE AND OCCUPANCY rORNADO—SPRINKLER 
LEAK AGE—EXPLOSION AND RIOT AND CIVIL COMMOTION 
AD OFFICE FO! biik UNITED STATES 
100 William Street, New York City Percival Beresford, Manager 
TW d q a ** = : * 
Kodo .«' Lancashire 
Fire Insurance Cu. Ltd. 
. OF LIVERPOOL, ENGLAND. 
| 











207th Year 


INSURANCE OFFICE OF LONDON 
FOUNDED 1710 
UNITED STATES BRANCH 
54 Pine Street - New York 
WESTEKN DEPARTMENT 
76 WEST MONROE ST., CHICAGO. 
PACIFIC DEPARTMENT: 
N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 











1792 Insurance Company of 1919 


, NORTH AMERICA 


} PHILADELPHIA 
ee. ¥ 127th 


ANNUAL STATEMENT DECEMBER 31, 1918 
( ta $ 4.000.000 0 





Reserve for Premiums 12,217 808.92 
» Reserve for Losses 4,594 ,236.33 
J Reserve for Taxes 1,030,000.00 


36,851.22 
8,922,516.93 


All Other Liabilities 


The Oldest American Surplus 
Stock Insurance Company 
$50,801,413.40 
Surplus to Policyholders, $12,922,516.93 Losses Paid Since Organization, $203,147,688.78 
Fire Insurance, Tornado, Sprinkler, Exp iosion, Iniand Salesman's Floater 
Automobile, Use and Occupancy, Builder’s Risk, Tourist Cotton Insurance 
Marine, Rent, Leasehold, Parcel Post, Regis ered Mail 


TOTAL 


lransi 


War Risk 
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‘AMERICAN EAGLE 
|e INSURANCE 





+ COMPANY’ 
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“AMERICA FORE” 


No company becomes the leader in an agency 
by being of Service to the Agent alone. 


Service to the assured—inspections, fire preven- 
tion suggestions, prompt and equitable adyust- 
ments and loss payments—must back up service 
to the Agent. 





With a complete service to the policyholder 
the AMERICAN EAGLE combines a wide- | 
awake service to the Agent, founded on the con- | 
viction that the Agent’s territory is the Agent’s 
and that the Agent’s good is the Company’s. 


AMERICAN EAGLE 














Fire Insurance Company 











Cash Capital, One Million Dollars HENRY EVANS, President 
HOME OFFICE: PACIFIC COAST DEPT. WESTERN DEPARTMENT: 
P. O. Box 1030, City Hall Station C. E. Allan, Secretary Alfred Stinson, Secretary 
80 Maiden Lane Insurance Exchange Bldg. 207 West Jackson Blvd. 
NEW YORK SAN FRANCISCO CHICAGO 








A Good American Company To Represent 
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Wealthy New Yorkers 
Own Much Live Stock 


INSURANCE MARKET CREATED 








Company Men Follow Every Change in 
Ownership and Work Together 
With Brokers 





New York City insurance agents and 
brokers know little of live stock insur- 
ance and its possibilities. From his 
window in Central Park, west, the bro- 
ker sees nothing to remind him of live 
stock insurance except a few saddle 
mounts of small value, and the squir- 
rels. The Duroecs of the subway and 
the Holsteins that roam _ between 
Trinity Church and the East River, do 
not excite in the insurance man any 
interest in live stock. But there is 
nevertheless a large amount of business 
in this line to be had right in Manhat- 
tan where grass grows only in a few 
hallowed places under the watchful 
care of the grey clothed police officer. 

Such business as brokers are now 
vetting is obtained by working with a 
few special agents who know of every 
shipment of blooded’ stock, every 
change in ownership and who work 
with the broker who is in best position 
to place a particular line. Brokers 
and agents who have friends interested 
in live stock can get the assistance 
they require by working with these 
special agents. 

Many persons have been deceived as 
to live stock and its values because of 
the growth of the automobile business. 
They think that because there are so 
many less horses, there is nothing left 
of the live stock business. They forget 
the tremendous growth in interest in 
blooded stock of all kinds and the phe- 
nomenal increase in values. 

Shipments Every Day 

Every time a valuable animal is 
moved from one place to another, or 
held in quarantine pending inspection, 
it must be covered by insurance. New 
York City and vicinity is a field through 
which many shipments of valuable live 
stock are constantly passing. It is the 
work of the experienced special agent 
to know about these shipments, get the 
particulars concerning the animals and 
their owners and work with local bro- 
kers and agents to effect the insurance. 

Many of the wealthy owners of coun- 
try estates are residents of New York 
City, or actively engaged in business 
there. Owners of valuable lines of live 
stock, living as far away as California 
and Texas, do business through a New 
York broker, and it is fair to infer 
that they are residents of New York 
City a part of each year. 

It would indeed be surprising to any- 
one not familiar with conditions, to 
know how many cattle and horses are 
owned in New York City, although the 
animals themselves are often times 
many miles away. 

The Hartford Live Stock is the larg- 
est stock company in this country writ- 
ing this line. Its brokerage business 
in New York City, in live stock lines, 
has grown with wonderful rapidity. 
There can be no doubt that many New 
York insurance brokers are overlookine 
a large amount of business they might 
get if they knew which of their clients 
are owners of country places on which 
live stock is kept. 

It was not long ago that a wealthy 
New Yorker paid $10,000 for a Jersey 
cow. A Jersey bull that was sold at 
auction for $65,000 was dined at the 
Waldorf this past summer by the 
American Jersey Cattle Club. An 
Alabama lumberman was recently ne- 


gotiating for a Duroc hog at $32,000. 
The owner wanted $50,000. 


Values Mount Rapidly 


Prices of over $100,000 have been 
paid for single animals, and although 
these cases are of course exceptions, it 
is not unusual for a cow or a bull of 
good breeding to bring over $1,000. 

If insurance agents and brokers in 
New York City were acquainted with 
these values they would realize at 
once, that it will not take a very large 
herd of such animals to represent an 
investment large enough to make in- 
surance, not only desirable from the 
owner’s standpoint, but worth while 
from that of the agent. 

Undoubtedly there are many insur- 
ance agents and brokers who do not 
know that there is such a thing as live 
stock insurance, and if they have heard 
of this branch, they do not know that 
more than one kind of policy is issued. 
Some have heard of “transit insur- 
ance,” covering valuable animals while 
being shipped by freight or express, 
but there are comparatively few who 
understand that there is such a thine 
as life insurance for live stock, which 
protects the owners against loss by the 
death of valuable animals from any 
cause, and which is sold at rates based 
upon mortality statistics and actual 
loss experience covering thousands of 
animals and many years, as well as‘a 
territorv as large as the United States, 
and under the various climatic condi- 
tions applying in the different sections 
of this great country. 

There is another feature in regard 
to live stock insurance that will inter- 
est the insurance arent or broker. Al- 
most every owner of valuable live stock 
is treating this ownership as a hobby, 
and it is usually much easier to get 
a man interested on any subject per- 
taining to his hobby than would be the 
case with other matters. An insurance 
agent who shows interest in a fancier’s 
cattle or horses is likely to receive in- 
terested attention, and manv other 
lines of insurance are written through 
introductions gained by live’ stock 
insurance. 


STRIKE BUSINESS INCREASES 


Brokers renort that there is no let- 
up in the influx of strike and riot in- 
surance. Large manufacturing firms 
have been aroused to the real danger 
arising from the present labor condi- 
tions, and are taking steps to guard 
against loss. 


HAROLD GRANT WITH PHOENIX 

The Phoenix of London has appointed 
Harold Grant inspector for its rate 
schedule department. Mr. Grant was 
formerly with the Building & Sanitary 
Inspection Company. 


BERGER MADE SECRETARY 
It is announced from the office of 
Creede, Mirick & Co., that Russel 
Berger has been appointed secretary 
for that company. 





NOW IN WEST VIRGINIA 
The following companies have been 
admitted to West Virginia: 
American National Fire, Nippon, Re- 
insurance Company Salamandra, West- 
ern of Pittsburgh. 





WILDEY MADE SPECIAL 


George S. Wildey has been appointed 
the suburban special agent for the 
London & Scottish Assurance Corpora- 
tion. He was with the Suburban Fire 
Insurance Exchange. 


WILL INCREASE CAPITAL 


An increase in the capital stock from 
$400,000 to $500.000 has been voted by 
the Humboldt Fire, Pittsburgh. Sur- 
plus will be increased $100,000. 
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New York 
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RE-INSURANCE 
NORWEGIAN ATLAS INS. CO., Ltd. 


WEMPLE & COMPANY, Inc. 


15 William Street 


New York 





REPORT ON UTICA MUTUAL 
FAVORABLE 

The report of the examination of the 
Utica Mutual by the New York insur- 
ance department, shows the finances of 
the company to be in satisfactory 
condition, with total net premiums of 
$985,031 for the twelve months ending 
June 30, 1919, and admitted assets of 
$1,587,997. A special contingent sur- 
plus of $160,354 and a divisible surplus 
of $332,982 are shown. The officers 
are commended by the examiners for 
their conservative and successful ad- 
ministration of the company. 


REVENUE ACT DISCUSSED 

Questions relating to the application 
of the Federal War Revenue Act, as it 
affects casualty and surety companies, 
were discussed at a special meeting of 
the International Association of Cas- 
ualty & Surety Underwriters held. last 
Friday at the Hotel Astor. Twenty-five 
companies were represented and at the 
close of the session members of five 
companies were chosen as a commit- 
tee to consider further several questions 
in regard to taxation. Arthur E. Childs, 
president of the association, presided 
at the meeting. 





STANLEY TURNER WITH SVEA 


Stanley Turner, formerly with the 
Granite State Fire, has resigned to be- 
come special agent for the Svea. Mr. 
Turner is succeeding P. M. Mangan as 
special agent for Indiana and Kentucky. 

BROKERS LICENSED 

The Philadelphia Fire Underwriters’ 
Association has issued brokers’ certifi- 
cates to Alden D. Elberson and Howard 
R. Pratt. 











General Insurance Agents 


Surplus Accepted Up to 


$506,000 


Lines 


Represent 


Eighteen Companies 


411-183 WALNUT 
PHILA., PA. 


ST. 











WILLIAM A. SIMPSON CHOSEN 

The Columbia, of Jersey City, has 
appointed William A. Simpson & Son 
Philadelphia, representatives. 


’ 


C. L. Harper & Co. have 
missioned by the Union 
ciety of Canton, Ltd., for 
and vicinity. 


been com- 
Insurance So- 


Philadelphia 


The Philadelphia agency of the North 
River has been transferred from Henry 
A. Breithaupt to William L. Bradway, 
Inc. 


The Commonwealth Casualty Com- 
nany, formerly in the Drexel Building, 
is now located at 204-206 South Fifth 
Street, Philadelphia. 
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West Virginia Hurricane Losses 


t The losses reported on account of 


New Inasmuch as 


t] 
West Indian hurricane are quite heavy) 


entered the lower part of the City 
Gelveston, cotton and other merchan 


dise on the docks were damaged 
water, and also cotton in the 
, in that port It has been decided 
in marine underwriters that, inasmuc! 
cotton which has been wet but not 


lin the expen 
country, that it be forwarded to its 
tination and the losse 

An enormous amount of cotton-seed 

! and oil was also stored at Galvs 


1 


ginne 


adjusted th 


ri 


l 


iously damaged, that in order to avoi 
» of picking the same in th 


{ 


and undoubtedly some of this comn 


" ity has been damaged. Grain in 
| road cars awaiting to be unloaded 
ae elevators undoubtedly was damaged 
losses might be looked for in this di 
tion Cotton 
Jap “Median” at Port Aransas was dama 
' and a great many bales lost. 

t Corpus Christi awaiting shipment 
also destroyed All these losses 
fall upon marine underwriters who 


awaiting the stea 


Cargo 


\ 


ussuming the risk, as well as a numb 
pee of barges, tugs and other small ma) 


vessels and crafts, which undoubted!) 


are insured through local agents 
a companies represented in the Cit 
: New York. 


Hurricane losses in part follow 


of al. ] Carg 
ned ower ts ired in the New Yorl 
to Steamer “Comal,” from Galvesto 


n for 


about 4 to 6 feet of water 
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York, went ashore in the hurricane _after- 
wards floated with serious damage to hull. 
Schooner “Copperfield,” on voyage from the 
Gulf to the West Indies with a full cargo of 
lumber, was abandoned by her crew in the 
hurricane Later, picked up and towed into 
port 

Steamer “Corydon,” from Antilla, Cuba, for 


New York with a full cargo of sugar consigned 
Equalization Board, was abin- 
hurricane Cargo valued at 


he- 


tween 100.000 and $500,000, and is insured en 
tirely in the New York market. 

Steamer “Ifornet,” from Bluefields for Pen- 
veola, was damaged and lost part of deck 
load 

Tank steamer “Ligonier” arrived at Tampa 


Had to aban 


seriously damaged in hurricane. 
3 after 


don the barge ‘“‘Monongahela” which was 


irds t d into Key West by the tug “Sena 
tor Bailey.” 
Steamer “Median,” while loading about 2.000 
hale of cotton at Port Aransas, was driven 
r the docks, the entire cargo of cotton being 
damaged as well as a great number of bales 
f cotton being lest in the hurricane, 
Steamer “Munisla,” from Mobile to Havana, 
iken in the recent hurricane in distress, anc 
» has never been heard from. Vessel is 
lieved to be a total less. Vessel had a gen 
cral carge and the hull is insured largely in the 
New York market 
Steamer “Tonawanda,” British, went ashore 
Key West 
Steamer “Bayronto.” from Galveston for Mar- 


seilles with a full cargo of grain, foundered im 


hurricane. Cargo of vessel is consigned to 
tl French Government, and it is reported as 
} r insured in that fund 
imer “Calno,” of the U. S. Shipping Board, 
1 Mobile to Amsterdam, was caught in the 
urricane and put into Charleston, S. C., with 
kload of lumber shifted, decks and engine 
damaged. 
imer “Fred W. Weller.” from Mexico for 
t! United States, arrived at Key West dam- 
1 
hooner “IIugh de Payens,” from Mobile to 
Ponce, P. R., with a full cargo of lumber, was 
bandened 
Steamer “Lal Duane,” from Mobile tor 
Has it. put int Key West damaged 
S mer “Lake Win * from New Orleans 
for Porto Rico, was driven ashore near Key 
WW is floated and towed into Key West 
c ner Maud H. Dudley.” from Pensacola 
full cargo of lumber, was 


the recent hurricane and towed 








| ch mer “Mississippi,” from New Or 
r Havre, put back to New Orleans 
Sc wid re tiled on Sept. 15 
Snunish steamer “Valbanera,” from Spain via 
Cuba to New York, was prevented from enter 
ng the Harbor of Ilavana during the hurricane 
believed to have foundered off the 
| la ( t Ve | had a passenger list and 
ever 450 persons, all of which evi 
lost The hull is undoubtedly placed 
| neh and English markets, and the ex 
t vessel's rgo insured in New York 
1 Undoubtedly, considerable was 
Cuban agencies of American an 
mpar ies 
“Lal Conway.” with a full cargo of 
Philadelphia for Havana, is overdue 
: probably lost in the recent hurr 
“] ' from Port Arthur for 
hia, i till overdue 


F. A. FACKRELL JOINS OCEANIC 

Frank A. Fackrell, formerly an assist- 
underwriter with the Maritime Un- 
Agency, is now «associated 
‘enic TInderwriters’ A.zenev 
Mr. PFackrell has been a marine man for 
twenty beginning his insurance 
clerk in the offices of the 
Thames & Mersey Marine Insurance Co. 
in 1899. Ten years later he accepted a 
resition as an assistant underwriter far 
Whist & Co., the underwriting agency 
for the companies represented by Wil- 
cox, Peck & Hughes. When the Mari- 
time absorbed the business of Whist «& 
Co. Mr. Fackrell remained as an under- 
writer with the former agency until July 
of this vear. 


ant 
derwriters’ 


i+h +1 Np 


vears, 


carecr as a 


TO DEVELOP WESTERN BUSINESS 

M. L. Heide, vice-president of the Im- 
porters & Exporters Insurance Co., and 
William A. Whelpley, secretary of the 


‘utomobile department, are new on a 
trip through the Western and Pacitic 
Coast states for the purpose of closing 


contracts for new business and appoint- 
ing local agents for the afore-mentioned 
territories. 


WITH OSBORN & CO. 
Edward K. Howard, secretary of the 
Fitzeibbons Boiler Co., Ogdensburg, 
ae . has joined the forces of Osborn 


& if) 


The Columbia of New Jersey has been 
admi ‘ed to membership in the Phila- 
Celphia Fire Underwriters’ Association. 


TAKES ANOTHER COMPANY 
Maritime Underwriters’ Agency to 
Handle Marine Business of Im- 
perial Marine Transport & Fire 


J. Scofield Rowe, president of the 
Maritime Underwriters’ Agency, who 
returned to the home office last week 
from a trip to the Pacific coast, an- 
nounces that his agency will handle 
the marine business for the Imperial 
Marine Transport & Fire, Ltd., of 
Tokio, which has just been licensed to 
business in this country. Macon- 
dray & Co., of San Francisco, have been 
appointed by the Maritime Underwrit- 
ers’ Agency as general agents for the 
Pacific coast territory. 

“Mr. Rowe also made known the fol- 
lowing agency appointments: R. L. 
Van Arsdale, previously engaged in a 
general insurance brokerage business 
in Chicago, is now marine and auto- 
mobile representative in that district 
for the Bankers & Shippers of New 
York, and Dixwell Davenport, formerly 
with the National Union of Pittsburgh, 
has charge of the development of the 
automobile department for the same 
company in the Pacific coast states. 


do 





CASUALTY INSURANCE 


In this little story entitled 


How Non- “Think Fligher Up” th 
Service Man Federal Casualty draws a 
Appears picture of how the agent 

Who is Jong on selfish 


ness and short on service is viewed by 


the policyholder. 


“Suppose you were unjustly accused 
of a serious crime and made the startling 
discovery that your lawyer was muci 
more concerned in collecting his full 
fee than he was in securing acquittal 
You would dispense with his services in 
short order. Again, suppose you were 
sick and your physician’ displayed 
greater alacrity in collecting his fee 
than he did in diagnosing your case 
and in treating you He wouldn't be 
vour attending physician very long 
Once more, suppose that you were a 
prospect for insurance that an insu 


ince salesman was crowding you to ta! 
a policy and that you could perceive he 
was thinking not of vou and your need 
but of his commission. Your ‘no’ could 
be heard around a city block. Under no 
circumstances do you want to transact 
vitally important business with a step 
brother of the balky mule, even if h: 
walk on two legs. 

“The fieldman must forget himself and 
his commission when he is canvassing 
a prospect. lis thoughts must seek a 
higher level. The welfare and interests 
of the prospect, of his dependents and 
of his business must occupy the whol» 
stage These are the considerations 
that give him concern and move him to 
action. No fieldworker, who constantl; 
keeps his commissions in i}! 


mind, wi 
ever be a first-class insurance 
man.” 


does 


sale 


OKLAHOMA FIELD COVERED 

O'Neill, Moltz & Rees of Tulsa, Okla., 
has been named general agent of the 
United States Casualty in Oklahoma. 





REINSURANCE 
BROKER 


W. B. BEATTIE 


1 King William Street 
LONDON, E.C. 4 
Fire and Marine Re-insurance 
operated with leading British 
Companies. 


Correspondence invited. 
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INSURANCE COMPANY 


AT 
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IN THE UNITED STATES 














WADE ROBINSON & CO., iwc. 


MANAGERS 
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New York City 


South William and Beaver Streets 
































Cable Address “LaBoyt” Established 1900 


LA BOYTEAUX & CO., Inc. 
82 BEAVER ST. Jnsurance Brokers NEW YORK 


Act as representatives of the insured in all matters pertaining to the 
placing of insurance and collection of losses. The service offered 
is efficient, trustworthy and prompt. We invite submission 
of your problems as well as your orders. 








SERVICE IS THE SOUL 
OF INSURANCE 


The policies safeguarding against loss or damage to overseas 
shipments—fire in home or factory—collision, lire, property 
damage, cte., to motor car or other velhicle—all are for service 
in emergency. 

We have always considered the prompt settlement of all cl 

as our most important service to our clients 

Our officers and department managers lay special emphasis on 


versonal service, and are ready to co-operat 
| | 


agents in every way 


THE IMPORTERS AND EXPORTERS 
INSURANCE COMPANY 


Marine ly >\\ \utomobile 


Fire \ Insurance 
17 South William St. New York 


SURPLUS TO POLICYHOLDERS  $1,404,261.74 
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New Rules Made By 
Actuarial Bureau 





SPRINKLER STANDARDS SOUGHT 





Plan Developed for Co-operation With 
Manufacturers for Restoration of 
Crippled Equipments 





Some new rules have been adopted 
by the Central Actuarial Bureau cov- 
ering points not now covered under the 
National Standard sprinkler rules. It 
is the intention of those engaged in 
and having to do with the sprinkler 
business in central territory, to co- 
operate with the National Fire Protec- 
tion Association, to the end that com- 
plete standardization, so far as engi- 
neering features are concerned, will 
prevail. 

It is the purpose of the Central 
Actuarial Bureau to arrange with Un- 
derwriters’ Laboratories for the con- 
struction of various types of ceilings 
at the Laboratories, and that sprinklers 
be installed under these various types 
of ceilings in order that exact data 
may be obtained concerning just what 
distribution will be provided under the 
various types. 

There’ were about two hundred indi- 
viduals present at the recent Standard- 
ization Conference. 

A definite plan covering co-operation 
between automatic sprinkler companies 
and various bureaus in connection with 
restoration of crippled equipments dur- 
ing freezing weather was also worked 
out at this conference. 

Rules Adopted 


The’ recommendations adopted at 
the Conference include the following 
points: 

Area per sprinkler under ceilings of 
concrete joisted and girder construc- 
tion except where heads are placed in 
panels should not exceed 90 sa. ft. nor 
more than 10 ft. apart on a line and 
heads shall be staggered. 

Where lines are run in beam panels 
under beam and girder mill ceilings, 
area per sprinkler shall not exceed 
90 sq. ft. and heads should be staggered 
not to exceed 12 ft. apart on a line. 

Sprinkler heads under plaster board 
ceilings where plaster board is used on 
combustible ceilings shall be spaced 
in the same manner as heads under 
open joisted ceilings. 

All combustible blind spaces in fleors 
or ceilines where variation in pitch oc- 
curs shall be provided with sprinkler 
nrotection up to the point where a 
four inch clearance between upper and 
lower joists prevails. 

Wet svstems of 8-inch size should not 
be provided with more than four hun- 
dred heads on anv one floor. 

Approved corrosion-nroof heads will 
be required in all nackine houses, tan- 
neries, alkali plants, organic fertilizer 
nlants and all portions of cold storage 
buildings where direct ammonia expan- 
sion svstem is used. The following 
occunancies wil! also require corrosion- 
proof heads: All vortions of any plant 
where acid or alkali vapors prevail. 
ammonia compressor rooms of cold 
storage plants, stables, starage battery 
rooms, electro-plating rooms, galvaniz- 
ing rooms. areas under sidewalks where 
moisture is present, steam rooms of 
all descrinvtions. driveways, all areas 
exposed to outside weather, salt stor- 
age rooms, basements of grain eleva- 
tors. locomotive sheds or houses, etc. 

By the National Antomatie Sprink- 
ler Association: “All tranned heads 
in excess of five in wet nipe systems 
will require a senarate three-quarter 
inch drip, drain or draw-off valve and 


where in excess of twenty, a drip, drain 
or draw-off valve and drain connection 
will be required.” 

Galvanized wrought iron (or other 
standard) pipe should be required in 
open sprinkler systems only as far 
back as the controlling valves and not 
the cast iron pipe. 

Proposals Rejected 

Rejection of the following proposals 
was recorded: 

By the Central Inspection Company 
regarding water curtains. 

Various proposals by the Missouri 
Inspection Bureau. 

Practically all the recommendations 
of the National Automatic Sprinkler 
Association, as well as those of the 
Rockwood Sprinkler Company, The 
Phillips Company and Wendnagel & 
Company, Chicago. 

Electric alarms will continue to be 
specified, but preference will be given 
to water motor alarms. 


LECTURE COURSE ANNOUNCED 








November 10 Date Set for Beginning 
of Fire Insurance Talks to Insur- 
ance Society Members 





Under the auspices of The Insurance 
Society of New York, the Junior and 
Intermediate Year Courses in Fire In- 
surance of The Insurance Institute of 
America, will be given at the rooms of 
the New York Board, 123 William 
Street. commencing Monday, Novem- 
ber 10. The sveakers and their sub- 
jects are as follows: 

JUNIOR YEAR 

History and Princinles of Fire In- 
surance—Edward R. Hardy. 

Building Construction—T. C. B. Snell. 

Standard Fire Insurance Policy— 
Owen A. Marrin. 

Common Fire Hazards—George S. 
Jamison. 

Fire Protection and Prevention— 
James D. Waite. 

Woodworkers (Special Hazard)— 
Clinton M. Cary. 

Hotels, season hotels and lodging 
houses—George E. Lewis. 

Correspondence—Robert I. Watson. 

INTERMEDIATE YEAR 

Fire Insurance Rating—Edward R. 
Hardy. 

Fire Insurance Contract. Policy 
clanses and forms—William F. Barton. 

Fire Protection. Public and private— 
J. H. Mears. 

Electrical Fire Hazards—J. F. For- 
syth. 

Metal Industry—C. D. Sheffe. 

Garaves (Special Hazards)—S. H. 
Quackenbush. 

Printing, publishing and _ binding 
(Snecial Hazard)—John E. Curtis. 

Drafting. Fire Insurance Maps—N. 
F. Matheson. 

Correspondence. (Advanced)—Chas. 
E. Case. 

Fees:—Members—three dollars. Non- 
members—five dollars. 

Enrollment blanks and full informa- 
tion may be obtained at the Library. 


JOINS FACTORY ASSOCIATION 

The Faele. Star & British Dominions 
was selected a member of the Western 
Factory Insurance Association at the 
semi-annual meeting. H. C. Eddy, of 
the Commercial Union, and G. H. 
Batchelder, of the Pennsylvania, suc- 
ceeded C. E. Dox. of the London & 
Lancashire, and G. E. Hass, of the 
Atlas. as members of the executive 
committee. 





ENGINEERING COMMITTEE NAMED 

As members of its engineering com- 
mittee, the National Council on Work- 
men’s Compensation Insurance has 
named the following companies: The 
Aetna Life. Continental Casualty, Fi- 
delity & Casualtv. Integrity Mutual, 
State Fund of New York and the 
Utilities Mutual. 











MARINE AND FIRE 
RE-INSURANCE 





ROBT. R. toe LAER, Inc. 


New York, Amsterdam, Copenhagen and Buenos Aires 


15 William Street - ° ° ° New York 











WM. H. McGEE & CO. 


MARINE UNDERWRITERS 
15 WILLIAM STREET, NEW YORK 


General Agents Marine Department 
St. Paul Fire & Marine Insurance Co. 
Phenix Insurance Co. of Hartford 
Great American Ins. Co., New York 
Camden Fire Insurance Association 
Westchester Fire Insurance Co. 


Niagara Fire Ins. Co. 


U. S. Managers 
Skandinavia Re-insurance Co. 
(Copenhagen) 

Agents Marine Department 


Providence Washington Insurance Co. 
Massachusetts Fire & Marine Ins. Co. 








MARINE DEPARTMENT 


NATIONAL FIRE INSURANCE CO. of Hartford, Conn. 


MARINE DEPARTMENT 


NORTHWESTERN NATIONAL INS. CO. of Milwaukee, Wis. 


NITED STATES GENERAL AGENT 


A/S NORWEGIAN JOINT INS. CO., P.K.W.S., LTD. of Christiania, Norway 
OVERSEAS UNDERWRITING AGENCY, Inc. 


27 WILLIAM STREET NEW YORK 
Telephone Broad 346-7-8 








AMERICAN EQUITABLE ASSURANCE CO. 


OF NEW YORK 
Surplus to Policyholders $1,014,237.98 


Marine and War 
Risk Insurance 


Losses made PAYABLE in all parts of the world 


Columbia Underwriting Agency, Inc. 
ALBERT ULLMANN, President 
General Agents Marine Department 


48-54 BEAVER STREET, NEW YORK 























ALB. SMEESTERS 


6 Rue des Colonnes 


PARIS 


Insurance and Reinsurance 








Cable: Montalais, Paris 
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CASUALTY AND SURETY NEWS 








Right of Third Party 
To Sue on Surety Bond 


EASTERN STEEL COMPANY CASE 








New York Municipalities Cannot Ordi- 
narily Require Guarantee to Mate- 
rial Men and _ Laborers 





An important decision was handed 
down by the Court of Appeals of New 
York, October 14, in the action of the 
Eastern Steel Company, plaintift-appel- 
lant, against the Globe Indemnity, New 
England Casualty and Southern Surety, 
defendants-respondents. 

The action was brought on a bond 
given by Wills & Marvin Company and 
the above surety companies guarantee- 
ing faithful performance of a contract 
made by that concern with the City of 


New York, the latter being the obligee 
on the bond, which contained the fol- 
lowing clause: 

“And shall promptly make payment of 
the sums due to all persons supplying 
labor or materials for the prosecution 
of the work provided in said contract.” 

The plaintiff-appellant sold materials 
to Wills & Marvin Company and the 
latter failed to complete the contract, 
and, at the time, owed the plaintiff about 
$22,000. The plaintiff claimed to have 
relied upon the clause in the bond above 
quoted and brought suit against the 
sureties, 

Similar cases have been before our 
courts, and except where a municipality 
was by statute authorized to require a 
bond with such a clause, it has been held 
that sureties are not liable to laborers 
or material men. 

The present suit, however, was 
brought as a test case, it being the 
contention of John J. Cushing, attorney 
for the plaintiff, that the exact situation 
in this case had not yet come before the 
Court of Appeals, in that in other cases 
there had not been affirmative allega- 
tions of actual reliance on such a clause 
as that contained in this bond, Mr. Cush- 
ing taking the view that a bond consii- 
tuted a general letter of credit to any 
one having knowledge thereof, and in 
reliance thereon performing labor or 
selling materials. 

Ten Eyck R. Beardsley, attorney for 
the Southern Surety Company, de- 
murred to the complaint. James I. Cuff 
represented the New England Casualty 
Company and Daniel Combs the Globe 
Indemnity Company, answering the 
complaint. 

Motion was made before Justice 
Greenbaum for judgment overruling the 
demurrer and for judgment on the 
pleadings of both of the answering de- 
fendants. The Justice sustained the 
demurrer and dismissed the complaint. 
An appeal was then taken to the Appel- 
late Division where the judgment of the 
lower court was affirmed without opin- 
ion. Application was then made by the 
Plaintiff-appellant to go to the Court of 
Appeals. In granting this motion the 
Appellate Division wrote an opinion 
Setting forth its reasons in sustaining 
the judgment of the lower court but 
said “Inasmuch as the determination 
of this case involves the liability of 
sureties upon contracts for municipal 
improvements, and such cases are lia- 
ble to frequently arise, we are of 
opinion that the plaintiff should be al- 
lowed to appeal to the Court of Appeals, 
upon the ground that a question of law 
is involved which ought to be reviewed 
by that Court.” 

Another contention of the defendants- 
respondents was that the bond, being a 
contract under seal, the Eastern Steel 
Company could not sue thereon, 


Ousting of Automobile 
Club Told in Detail 


CLEVELAND MEN 





WERE ACTIVE 





Wholesale Cancelling of Licenses Fol- 
lowed Investigation By Ohio 
Insurance Department 





O. G. Strong, casualty department 
manager for the James & Manchester 
Company, Cleveland, speaking to a 
representative of The Eastern Under- 
writer regarding the activities of the 
Cleveland Automobile Club in the auto- 
mobile insurance field, said: 

“October 9, in the Insurance Depart- 
ment of Ohio, W. H. Tomlinson, super- 
intendent of the department, conducted 
a hearing on a complaint against the 
activity of the Cleveland Automobile 
Club, its president and secretary, the 
editor of the ‘Ohio Motorist,’ manager 
of the club’s insurance department, the 
Vanderpool, Pausner & Jefferson Com- 
pany (an agency organization incorpo- 
rated under the laws of this state for 
the particular purpose of handling the 
club’s business), and Charles Pausner, 
of New York City, holding a non-resident 
broker’s license in Ohio, which com- 
plaint was filed in the department by 
the writer and three associates acting 
for the Casualty Underwriters’ Associa- 
tion of Cleveland and the Cleveland Fire 
Insurance Club. 

“Without going into the detail of the 
disclosures at the hearing, it is suifi- 
cient to state that as the result of these 
disclosures Superintendent Tomlinson 
found that the activity of the Cleveland 
Automobile Club and its president. 
Walter D. Meals and Secretary Fred H. 
Caley were in contravention to the 
laws of Ohio and in violation of the 
provisions of the charter of the Auto- 
mobile Club, for which reasons he in- 
structed that the activity be forthwith 
discontinued. He also revoked the li- 
cense of Herbert Buckman, editor of 
the ‘Ohio Motorist’ and employe of the 
Cleveland Automobile Club; of Joseph 
Pausner, who subscribed himself as 
manager of the insurance department of 
the Club and who stated at the hearing 
that he was representing the interest 
of Vanderpcol, Pausner & Jefferson, 
Inc., of New York City, and was sec- 
retary of the Vanderpool, Pausner & 
Jefferson Company, the Ohio corpora- 
tion; the license of the Vanderpool, 
Pausner & Jefferson Company, the Ohio 
corporation; the non-resident broker's 
license of Charles Pausner of the firm 
of Vanderpool, Pausner & Jefferson, 
Inc., of New York City. This would 
seem to clear up the matter of the 
Cleveland Automobile Club in handlinz 
automobile insurance for its members. 

“The statements of the president and 
secretary of the club in signed letters 
to members that the insurance depart- 
ment was being conducted for the ex- 
clusive benefit of the members of the 
club and that the reduced rates of- 
fered were possible by virtue of the 
club’s receiving no commission, was 
proved to be absurd and wholly mis- 
leading as these gentlemen admitted, 








Great Eastern Casualty Company 


ORGANIZED 1892 


55 John Street, New York 





tion says: 


| equitable treatment.” 














The New York Insurance Department in a recent examina- 


“While the business of the Company has increased, 
its liabilities have borne a decreasing ratio to the 
admitted assets and the surplus a corresponding in- 
crease in the ratio to liabilities. 
Company, therefore, has been healthy. 


The affairs of the Company are being efficiently and 
conservatively conducted. Liberal reserves have been 
set aside for outstanding losses and other liability 
items, and policyholders are being accorded fair and 


Over Three and a Half Million Dollars Paid in Claims 


Cash Capital .............0c0cec0e00. ++ $350,000.00 | 
Surplus to Policyholders......... ncceccc cQueegnetae 


LINES WRITTEN 


Accident-Health (Commercial and Indus- 
trial)—-Burglary—Plate Glass—Automobile 





The growth of the 











Teams and General Liability. 


Agency applications will be considered for unoccupied 
territory. 











somewhat reluctantly, as the result of 
close questioning by the insurance 
superintendent, that the Ohio corpora- 
tion, the Vanderpool, Pausner & Jef- 
ferson Company, had but five stock- 
holders and directors, two of whom 
were the president and secretary of the 
Cleveland Automobile Club and that 
this corporation received from the 
companies, commission of 15 per cent 
on all of the business written for mem- 
bers of the club.” 

This subject was given prominence by 
the National Association of Casualty & 
Surety Agents, at White Sulphur 
Springs and the National Association of 
Insurance Agents, at Louisville. 


W. P. GUNDRY WITH FEDERAL 

William P. Gundry, superintendent 
of the State Accident Fund of Mary- 
land, has resigned to become general 
agent in Baltimore for the Federal 
Mutual Liability, of Boston. He is 
succeeded by James E. Green, of Bal- 
timore, formerly chief clerk in the 
Maryland insurance department. 


S. B. BLACK ELECTED VICE 
PRESIDENT 
S. Bruce Black, treasurer of the 
Liberty Mutual, of Boston, has been 
elected vice-president and actuary of 
that company. 





sion paid. 





General Building 














desidence theft insurance at one-third the former 
rates. This is every broker’s opportunity. Call for 
particulars about our new Fu i 
Theft Policy. Regular rate of brokerage commis- 


General Accident 


Fire and Life 
Assurance Corporation, Ltd. 


Something New 


Value Residence 


PHILADELPHIA 








An Argument For 
Public Liability 


AETNA’S ADVICE 





TO AGENTS 





Louisiana Agent’s Success With This 
Line; Compensation and Liability 
Sold Together 





In discussing the success of George 
Petrie, manager of the Commercial In- 
surance Agency, Alexandria, La., in 
placing public liability with 95 per ceat 
of his workmen’s compensation poli- 
cies, the Aetna bases some good argu- 
ments for the soliciting of public lia- 
bility insuri:nce Through “The Aetna- 
Izer” it says: 

“Wherever there is need for the pro- 
tection of a workmen's compensation 
policy, there is also need for the pro- 
tection of a public liability policy. The 
ownership of property carries with it 
the danger of being sued for accidental 
injuries to the public received on the 


rremises. It frequently develops, how- 
ever, after an accident has occurred 
on their property, that plant owners, 


who carry full fire insurance on their 
buildings and workmen's compensation 
insurance covering their legal respons 
ibilities to their employes, have neg- 
lected entirely to insure against the 
ever-present possibility of accident and 
suit through the public's use of their 
property. 

“The agent, who aims to give his 
clients first-class Aetna service. owes it 
both to himself and to his clients to 
make them see the importance of car 
rying public liability inaurance, so that 
their entire financial program may not 
be upset by losses that can neither be 
foreseen nor measured in advance. Any 
agent who himself appreciates the im- 
portance and value of public liability 
insurance will have little trouble in 
convincing his clients, who look to him 
for insurance counsel, that it is far 


(Continued on page 22) 
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Pay Bank Robbery Loss in Jig Time 

The bandits who raided the First 
National Bank of Roselle, N. J., got 
away with more than $30,000. One 
feature of the robbery was the light- 
ning manner in which the claim was 
paid by the United States F. & G., of 
which the S. C. Bishop Company is 
agent in Elizabeth. The claim was 
paid within twenty-four hours, and 
the S. C. Bishop Company published 
that fact in local newspapers, together 
with a letter from the president of the 
bank to Schryver & Geyler, managers 
of the U. S. F. & G, Newark. The let- 
ter follows: 

Gentlemen: Yesterday our bank was 
held up and robbed of a substantial 
sum of cash, and we take pleasure in 
acknowledging receipt of your draft in 
the amount of $25,482.49 in full pay- 
ment of our loss covered by your 
Holdup and Robbery Policy. 

I sincerely appreciate the very 
prompt and efficient service rendered 
by your company. The conduct of the 
investigation and prompt settlement is 
highly commended; your prompt set- 
tlement relieves the bank from any 
loss whatsoever. C. H. CRANK, presi- 
dent. 

s *¢ 4 


Returns to Law Practise 


Richard K. McGonigal has returned 
to the practise of law after having 
served on the legal staff of a represen- 
tative of the secretary of war. Before 
assuming this work Mr. McGonigal was 


a fidelity and surety expert with the 


Globe Indemnity Company. 
. * + 


Calis It “Kick” 


H. A. Luther, of the North American 
Accident, is getting out a new paper 
called “Kick.” What ever suggested 
that name to him is a mystery. Does 
he think this “Kick” will “fill a long 
felt want,” especially at this time? 
Luther’s “Kick” has close to 100 per 
cent potency now, even though it is 
only just starting on its benevolent 
work of developing pep in NAAIC, May 
it gather added kick with the years. 

+ * + 


Poor “Bud” 


E. C. Budlong, of the American Bank- 
ers Accident, Des Moines, has had his 
“Friday Letter’ dubbed ‘“Bud-weiser- 
isms” by an unappreciative insurance 
journalist. Budlong objects. He says 
this is a doubtful compliment as Bud- 
weiser now has less than 2.75 per cent 
of kick left in it, and the only kind of 
Bud that grows on the Anheuser Busch 
for legal distribution in Iowa is Bevo, 
abso-po-lutely denatured to less than 1 
per cent, reduced in price but within 
the law. 


FAVORS RATE REDUCTION 


In his last annual report, former 
Commissioner Hardison, of Massa- 
chusetts, recommends a decrease in 
compensation rates. His reason is that 
the report for 1918 on Schedule Z shows 
a loss ratio of only 50 per cent. The 
reports, it is claimed, show further 
that for the last part of 1917 and 1918, 
the companies made a profit of more 
than they should. Mr. Hardison thinks 
that an average reduction of about 10 
per cent. would be right. 








Burglary Insurance Ad 
Pasted in the window of the Amer- 
ican Surety Co. on William Street are 
clippings from the daily papers dealing 
with recent burglaries in New York City 
and vicinity. 


+ * a 
Trade Conference Possibilities 


The International Trade Conference 
at Atlantic City will probably have very 
little direct relationship to the insur- 
ance business. The controlling motive 
in choosing delegates to represent the 
National Association of Casualty & 
Surety Agents is the result of the ac- 
tion taken at the last annual convention 
of the Chamber of Commerce of the 
United States. That body decided to 
take insurance, as a business, “into the 
family”’—so to speak. The Chamber an- 
nounced its purpose of establishing a 
separate bureau or department having 
to deal with insurance problems. It ap- 
peared to the National Association that 
insomuch as other Jines of business ac- 
tivity are concerning themselves in the 
welfare of insurance, that it should not 
be lacking in a reciprocal a gee. 


An Argument For 
Public Liability 


(Continued from page 21) 


better to pay a small sum in advance 
each year and perhaps have no losses, 
than to save this small sum and have 
one $10,000 loss. In other words by 
‘aking the right attitude towards pub- 
lic liability insurance yourself, you will 
soon find that your clients are like 
minded. 

“George Petrie, manager of the Com- 
merctal Insurance Agency, our repre- 
sentatives at Alexandria, La., has 
placed publie liability insurance with 
“5 per cent of his workmen’s compen- 
sation policies, and he has a very fife 
volume of this business, too. Mr. Petrie 
has made this excellent record because 
he has the right attitude toward pub- 
lic li‘ bility insurance. He appreciates 
its value. 

“The secret of Mr. Petrie’s success is 
that he sells the two policies togetier. 
tle doesn’t tell the assured that the 
company will not take the compensa- 
tion risk unless the public risk is also 
covered, but he does explain to his 
clients that complete protection is the 
only kind he wants to sell, and that’s 
a fact. In many instances, Mr. Petrie 
finds it unnecessary to discuss public 
liability insurance; he simply orders 











“Service, Security and Satisfaction” 
AUTOMOBILE INSURANCE 


Fireman’s Fund Insurance Company of Cal. 
Assets over Eighteen Million Dollars 


“THE MOOR /A\GeNcy 


G. A. Goetschius, President Leslie W. Winslow, Vice-Pres. 
1 Liberty Street New York Phone—John 3291 


General Agents 





Writing Business Metropolitan District, Suburban and State of 
New Jersey 


ONE OF THE LEADERS IN AUTOMOBILE INSURANCE 
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“$2,500 FOR $1” 





The Employers’ Liability 
Assurance Corporation, Ltd. 


The original and leading. Liability 
Insurance Company in the World 
LIABILITY, STEAM BOILER, 
ACCIDENT, HEALTH, FIDELITY 
AND BURGLARY INSURANCE 
United States Branch 
SAMUEL APPLETON, United States Mgr. 
Employers’ Liability Building . 

33 BROAD STREET, BOSTON, MASS. 
AGENTS WANTED 


To-day See, Write or Phone 


J.N.S. Brewster & Company, Inc 
42 CEDAR STREET, NEW YORK 
(Brewster Building) 

About the new and original Conti- 
nental Automobile Personal Acci- 


dent policy sold at an annual premium 
of $1 to persons who buy a Continental 











Automobile Liability policy—tIt’s a big 


4 ‘ x business getter i 
the full line of covercge, delivers the . and is sold only by the 


policies, and collects the premiums. 
“Public liability insurance isn’t ‘vel- 
vet’ for the insurancy companies—not 
by any means. It’s worth just what it 
costs. Rates are based on actual loss 


Continental Casualty Company 


H. G. B. ALEXANDER, President 
General Offices, CHICAGO, ILL. 

















experience. The compensation ind em- 
NE ae ane contain com grve? “Public Not Admitted’ is a fa 
vability entestion. ie sits Pp ‘  miliar sign in factories but what of the 
sane y P seit 12ctory inspectors, repair men, messen- 
As to the public hazard, do you know i 
a - gers, teamsters and chauffeurs, dealers 
vf any business with which the public (1q’ eus gst : - 
does not come in contact in some de- ane CUMaMers, collectors m_ new 
“a : others who are continually admitted 








on business, of course, 




















A Progressive 


SURETY anv CASUALTY 


Company 


| but the public just the same! And if 
there’s no one else, remember that you, 
an insurance man, are one of the pub- 
lic and have the legal right to sue for 
damages if you are injured while on the 
premises. You may slip on the office 
steps, or fall down a_ poorly-lighted 
stairway, or—well, there are many, 
many ways of getting hurt. 
“Follow George Petrie’s plan—sell 
complete protection and make yours 
the agency that looks after its assureds’ 
interests even if it does entail a little 
more selling effort. None of Mr. Pe 
trie’s customers will have the chance 
to say, when a serious ‘public’ acci- 
dent occurs, ‘Why didn’t you cover the 
public hazard, too?’ 

“Have you sample _ public liability 
policies? A little study of them may 
pelp. Plenty of applications? Then 
get busy and have your clients sign 
them. 


“Take a tip from George Petrie.” 
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CASUALTY AND SURETY POINTERS 








That a surety company 
which indemnifies the 
state for loss of funds de- 
posited in a bank and 
then takes’ subrogation 
from the state. has not a prior claim 
over other creditors of the bank is the 
ruling of the Washirgton Supreme 
Court in affirming the decision of the 
trial court in the case of the Aetna 
Casualty & Surety vs. Louis H. Moore, 
state bank examiner for Washington. 
The Aetna Casualty & Surety was on 
the depository bond of the Northern 
Bank & Trust Company of Seattle as 
depository for state funds. In 1917 the 
bank became insolvent and the surety 
company paid the state its share of the 
deposits on hand in the bank. The state 
assigned its claim to the surety com- 
pany and the latter sought to have prior 
right of payment over other creditors, 
on the theory that it succeeded to the 
state and that the state, by reason of its 
fovereignty, possessed prior right to 
payment. The bank examiner rejected 
the claim to priority and was sustained 
by the Sunerior Court at Seattle. The 
Supreme Court upholds the ruling made 
by the lower court. 


Prior 
Claim Not 
Established 


eee 

Hospital liability lines 

Hospitals are not forgotten in the 
Furnish Good live casualty agency. 
Field The Aetna has been 


calling this to the atten- 
tion of its agents and makes this 
comment: 

“A hospital or sanatorium is a con- 
stant target for personal injury dam- 
age suits brought against it by patients, 
by members of the public other than 
patients and by employes. 

“The patient himself, his relatives, 
and his heirs or estate may sue for dam- 
ages on account of personal injuries or 
death occurring by reason of, or in con- 
nection with, actual or alleged errors 
in treatment or care furnished at the 
institution. 

“The very great need for complete in- 
surance protection, at moderate cost, 
against such claims is emphasized by 
the changing rules of law, by the more 
numerous and larger verdicts awarded 
by juries, by the new issues and lines 
of evidence being developed, and by the 
important fact that the burden of proof 
is constantly shifting to the disadvan- 
tage of the defendant. Liability policies 
meet this need, not only with complete 
protection at low cost, but with a val- 
uable service supplied without extra ex- 
pense. 

“In soliciting hospital liability busi- 
ness, agents should keep clearly in mind 
that, except in unusual cases, the com- 
pany prefers to confine its underwritiug 
to hospitals usually described by the 
term, ‘not for profit,’ that is, operated 
by corporations, associations or socie- 
ties whose charters or articles of associ- 
ation preclude the distribution or use of 
nossible profits other than for the main- 
tenance and extension of hospital serv- 
ice. It is also desirable that concur- 
rent general liability should be written 
so that each hospital insu:ed will be 
completely covered as regards liability. 
In this field there is an abundance of 
desirable business to be had and the 
strongest of sales arguments with which 
to obtain it.” 

s s o 


So successful has Jean 
A. Pope, of Moline, I11., 
been in selling burglary 
insurance, that his com- 
pany, the Aetna, asked 
him to tell his fellow agents how he 
does it. He complied in a letter in 
which he says: 

“As a general proposition, the time 
for any man to avail himself of the 
opportunities that are presented in his 
locality is at the time when conditions 
are exactly right. In other words, if 


Successful 
Burglary Man 
Tells Methods 


there is a bad accident, in our business, 
that is the proper and logical time to 
solicit accident insurance. The same 
is true of burglary insurance. 

“About a year ago when we had som2 
very bad paymaster and messenger rob- 
beries in Chicago, and in the State of 
Illinois in various towns, I put in a 
week’s strenuous campaign on pay- 
master robbery policies and wrote prac- 
tically every shop and all of the banks 
that did not carry such insurance at 
that time. I gathered all the clipping; 
from the Chicago papers I could, espec- 
ially the one showing the murder of an 
express messenger, and when I went 
into a man’s office I laid these on his 
table and drew his attention to the fact 
that it would be a much easier matter 
to rob his payroll in this small com- 
munity than it would be in the city of 
Chicago. I wrote at that time about 
twelve or fifteen pretty good sized pol- 
icies. 

“This last fall we had in this com- 
munity about seven or eight hundred 
parojed convicts working in the shops 
and they no doubt realized the easy 
time they would have in blowing safes 
bere. They undoubtedly organized a 
gang to do the work, for during the fall 
months, at least once a week, there was 
a local merchant whose safe was blown, 
liberty bonds, money, etc., being taken. 
During the most strenuous work of this 
gang I was away. but upon my retuct 
I immediately got busy and solicited 
every merchant and skop keeper who 
had a safe and who was likely to carry 
a little money over week nights and on 
Saturday night after it was too late to 
get into the bank to make a deposit. 
I put in about three hours a day on this 
every afternoon for a week and in ons 
afternoon wrote eight policies in one 
business block in Moline. 

“What I said at the beginning of this 
letter was illustrated at that time, name- 
ly that the Moline insurance agents and 
the other local men did not avail them- 
selves of this golden opportunity as I 
was the only man writing such coverage 
end several of the merchants remarked 
about it then. I find this to be true 
among most local agents in smaller 
places, that they would rather have 
business come to them than go out and 
work a little and get some of it. 

“This burglary insurance after being 
placed on the books, to my mind, is very 
good coverage as there is nothing in the 
world in which a man is so much inter- 
ested as the loss of his money. If you 
get him excited or at all scared as to 
his pocketbook he will no doubt keep 
his insurance in force the rest of his 
business days. It has always been my 
experience that this is the quickest and 
easiest place to touch the ordinary 
merchant. 

“Of course I do not know what av- 
erage percentage of business will re- 
main on the books vear after year as I 
am young in the insurance business but 
I certainly expect to retain most of it 
and have it accumulate some more as 
all of our policyholders talk about this 
coverage. 

“T also did not fail to enlarge upon the 
fact that two of the safes that were 
blown last fall were covered by Aetna 
policies and our losses approximated 
about $800.” 





REPORT ON UNITED SURETY 


The auditor for receivers of the 
United Surety, Baltimore, recommends 
that claims of $563,623 be allowed. The 
town of Lyons, Illinois, has the largest 
claim, amounting to $32,500 on a bond 
for sewer construction. The Munich 
Re-insurance had an agreement with 
this company whereby they agreed to 
re-insnre one-third of the company’s 
business, so that a part of the assets of 
the Munich, which is now in the hands 
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Georgia Casualty Company 
“DIXIE AUTO POLICY ” 


The Last Word In Motor Insurance 


Surplus and Reserves to Policyholders Over Two Million Dollars 
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| The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 


HOME OFFICE, 47 CEDAR STREET 


CHARTERED 1874 


Plate Glass, Burglary, Accident and Health Insurance 
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THE SIGN OF GOOD CASUALTY INSURANCE 


HEAD OFFICE 
F. J. WALTERS 
CHI CA G oO Resident Manager 


ea 55 JOHN STREET 
F. W. LAWSON : New York 
General Manager f 
- Elmer A. Lord &Co. 
145 Milk St., Boston 


Resident Managers 
New Englané 


Liability, Accident 
Burglary,Boiler and 
Credit Insurance 





1869 


Estabiisned 


London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLAND 

















AUTOMOBILE INSURANCE covérice 


20% Reduction of Conference Rates 
Commission 171/,%—Prompt Settlement of Claims 


MOTOR CAR MUTUAL CASUALTY COMPANY 
MOTOR CAR MUTUAL FIRE INSURANCE COMPANY 


10% additional reduction on Liability and Property Damage 
rates on commercial trucks driven by owner exclusively. 


BROKERS AND AGENTS’ ACCOUNTS SOLICITED 


20 Nassau Street Telephone John 5880 New York 
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THE NATIONAL 
of DETROIT 


Eastern Dept. Pacific Bldg. 
100 William St. San Francisco 
New York Western Dept. 


Northwestern J ept. 
Palace Bldg. 
Minneapolis 








Fidelity and 
Surety Bonds 





of the Alien Property Custodian, can be 
used to settle claims against the United 
Surety. The United Surety was placed 
in the hands of receivers in 1911, and 
since that time the case has been in 
court many times. 


Burglary Insurance 
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THE EASTERN UNDERWRITER 


October 24, 
































Business Sent to Agents 


September 1, 1918 to August 31, 1919 














Number of 


Department Applications Net Premiums 
Eastern and Middle........... 2.593 $224,855.61 
A eee ee 1,278 139,614.49 

ES ee ae ee eee 299 13,049.50 i 
re 1,397 78,146.32 
Western and Chicago... ..... 1,180 92,263.94 
6,703 $547,929.86 





LL REPORTS to the contrary 
notwithstanding, our agents’ 
interests are always considered first. 
We do no overhead writing. “The 
above exhibit speaks for itself. 





Semi-Annual Statements, June 30, 1919 


The North River 


Insurance Company 


United States Fire 


Insurance Company 


Ys ion deena eae eek eae vas “$600,000 Capital ...................... .B1,400,000 
ee nee s a kh e ae | AD? cab ete nemaedw a ie anes 9,192 088 
Liabilities, except Capital....... 5,162,068 — Liabilities, except Capital. ...... 7,792,088 
Surplus to Policyholders........ *2,572,896 Surplus to Policyholders........ 3,885,890 
Richmond 
Insurance Company 

Re rarer $200,000 

65 ae Sangantedes 1,153,742 

Liabilities, except Capital...... . 953,742 

Surplus to Policyholders....... 594,696 





Crum & Forster 


95 William Street NEW YORK 


*Note—On September 2, 1919, the capital of the North River Insurance Co. was increased to $1,000,000 
and $100,000 added to surplus. 
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